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Third Annual Convention Holds Great 
Possibilities 


Gasmen Enthusiastic Over Gathering in Chicago 


Coming at what has been described as the “psycho- 
logical moment,” the third annual convention of the 
American Gas Association, beginning Nov. 7, offers 
to the gas industry the greatest opportunity that has 
ever been presented lhe convention comes at a 
time when there are many problems to be decided and 
just when the gas industry is entering its period of 
greatest demand. Advanced reports were that from 
all parts of the country 
gasmen would head for 


usual, these will cover a multitude of subjects in 
great detail. 

One of the important features of the convention is 
the exhibition. It has been carefully arranged for 
this year at the Congress Hotel and the promises of 
those who hold spaces were that they would outdo 
themselves in providing for the interest of gasmen 

The program of the third annual convention is as 

follows: 








Chicago with the conven- | 
tion as their Mecca. Noth- 
ing has been left undone 
that will add to the value |} 
of the meeting, and it is 
said that the program 


General Sessions 
Gold Room, Mezzanine 
floor, Cengress Hotel. 


Wednesday morning, 
Nov. 9, ten o’clock. 


iy 
that has been laid out 2 ; Meeting called to order 
holds forth great promise. The 1921 Convention is here! and opening remarks— 
In these columns there 7 | Charles A. Munroe, 
has been published many |! It seems as if everybody has been president; Peoples (sas 


of the papers that will 
come up for discussion 
during the meeting and so 
gasmen are more or less 
familiar with the subjects 
and will be in a position 
to add their thought to 
that of others 

\dvance indications 
were that the attendance 
at this year’s gathering 
would be far in excess of 
that of the two previous 
meetings and the interest 


| talking for weeks regarding this 
| gathering. But now the time for 
talking has ended; the time for 


action is here. Let’s go! 


Light & Coke Com- 
pany, Chicago, III. 

| Report of secretary-man- 
ager—O. H. Fogg, 
American Gas Associa- 
tion, New York, N. Y. 
lection of active mem- 

bers. 

Report of treasurer—H. 
M. Brundage, Consoli- 
dated Gas Company, 
New York, N. Y. 

if Address of the president 
Charles A. Munroe, 








that has been shown 








would seem to show that 
the gas fraternity appreciates the great opportunities 
that are offered. 

The committees in charge of the different activities 
that will feature the week have so completed their 
work that activity is assured every dav with no lack- 
ing of enthusiasm 

Many changes have taken place during the twelve 
months that have elapsed since the last meeting, and 
much of that which will come up for discussion will 
be based upon the experiences of the past. 

No branch of the business has been neglected in 
the work that has been laid out for the sessions, and 
every gasman, no matter what department he is most 
interested in, will be sure to find others who are 
equally interested in the same subjects. The com- 
mittees are preparing to make their reports and, as 





Peoples Gas Light & 

Coke Co., Chicago, 11] 

Report of nominating committee and election of offi 
cers—C L. Holman, Chairman, Laclede Gas Light 
Company, St. Louis, Mo. 


Report of time and place committee—Burton Smart, 
Chairman, Portland Gas Light Company, Port 
land, Me. 

\ddress, “Merchandising Problems in Gas Industry” 
—Charles Coolidge lVarlin, manager, division of 
commercial research, advertising department, the 
Curtis Publishing Company, Philadelphia, Pa 

Reports of General Committees— 

\ecident prevention—Charles B. Scott, chairman, 
Bureau of Safety, Chicago, IIl. 

Membership in Chamber of Commerce of the Unit 
ed States of America—Geo. 13}. Cortelvou, na 
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— 


Charles A. Munroe 


tional councilor, 
New York, N. Y 

Representation on American engineering stand- 
ards committee—A. H. Hall, chairman, Central 
Union Gas Company, New York, N. Y 

Standard gas appliance specifications—W. T. 
Rasch, chairman, Consolidated Gas Company. 
New York, N. Y 

To consider methods of charging for gas in terms 
other than per thousand cubic feet—H. C. Abell, 
chairman. American Light & Traction Company, 
New York, N. Y 


Consolidated Gas Company, 


Executive Session 
(Only Company Member Delegates Eligible to 
Attend) 


Election of company members. 
Election of directors. 
Election of 1922 nominating committee. 
Election of committee on resolutions. 
Thursday morning, Nov. 10, ten o’clock— 
Paper, “Marketing Gas Securities Locally”—R. M. 


Searle, president, Rochester Gas & Electric Cor- 
poration, Rochester, N. Y. 

Address by A. C. Bedford, chairman of the board 
of directors, Standard Oil Company. 

Paper, “Why Should Gas Companies Sell Their 
Tar to Distillers Instead of Working It Them- 
selves ?”—R. P. Perry, vice-president, the Barrett 
Company, New York, N. Y. 

Friday morning, Nov. 11, ten o’clock— 

Address, “The Gas Industry’s Biggest Task”— 
Samuel Insull, chairman, board of directors, Peo- 
ples Gas Light & Coke Company, Chicago, III. 

Report of committee on customers’ service—J. B. 
Myers, chairman, the United Gas Improvement 
Company, Philadelphia, Pa. 

Paper, “Preparation and Presentation of Rate 
Cases Before Commissions’—Wm. G. Woolfolk, 
Chicago, III. 


Commercial Section 
Gold Room—Mezzanine Floor—Congress Hotel 


Wednesday afternoon, Nov. 9, two o’clock— 
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(Opening remarks and report of chairi : Companies” —H]. W. Fi 5,155 
Schutt. ( I1. Geist ( ompany, Philadelp ling, New Ye rk, ! \ 
Repo of nominating committee and electi Report of committee on conti 
otheers J. D. Shattuck, chairman, Philadelphi: fixed capital—Ernest | I 
P Suburban Gas & Electric Compar Chest a cuse Lighting Co 1 
. ° 9 . I i 7 eg ; 4 | tan 
eport of merchandising commiuttee—H. J]. Lor = s anc 
cl rman ( Komp k Col ! ( bb ‘ : 
> Wd N | { ( 
“6 | \\ Voree Mi 
aper, (sas red Hot Vater ovstems ( _ 
\pplicati MS \ \. Schuetz mdausti : . : 
neer, Milwauke Gas Light Com] ' nap aap ager a 
*¢d tric Light Compar Denver. ¢ 
\\ IKCE€ VV iS ID - 
l’rogress report ot committ ‘ S 
Chursday afternoon, Nov 10, two o'clock (joint ses F. M. Tames. cl To 
sion with publicity and advertising sectio! & Ele Cor in \ 
: i : J i . r ( ( ) ) re the 
Opening remarks and report of chairman—M. ( Report of committee on Stat ‘ 
Robbins, the Gas Age-Record, New York, N. Cwatt Bases. chairman 353 ‘ 
Report of nominating committee and election of Company, Milwaukee, Wis 
officers—J. P. Hanlan, chairman, Public Service 
Gas Company, Newark, N. J. 
Paper, “What Advertisi1 





iz Did for On 
arl B 
Gas Company, F° 


Town Gasman’’— W vekoft, 
Emporia, 


mana 
m| 
Paper. “The Status of Adver 
2 
{ 


yoria, Kan. 
lustry’—C. W. 


ising in tl I 

’ Person, secretary publicity and 

advertising section, American Gas 

New York, N. Y. 

port of industrial fuel sales committee—H 

Loebell, chairman, H. L. Doherty & Co., } 
York, N. Y 

Friday afternoon, Nov. 11, two o’clock— 

Address, ““How to Give Better Service w:th I-.ess 

Gas”—S. S. Wyer, consulting engineer, Colu 
bus, Ohio. 


T = 
iil 


Report of rate structure committee—J. D. Shat- 
tuck, chairman, Philadelphia Suburban Gas & 
Electric Company, Chester, Pa. 

Report of industrial fuel contracts committee 
Rk. Barnitz, chairman, Consolidated Gas 
pany, New York, N. Y. 

Report of heating committee 


man, Consolidated 
N. Y. 


-F. 


Com- 


-G. E. Bennitt, chair- 
Gas Company. New York, 





Accounting Section 
Ball Room—First Floor—Auditorium Hotel 


Wednesday afternoon, Nov. 9, two o’clocl 


Opening remarks and report of chairman—\V. H 
Pettes. Public Service Gas Company, Newark, 
N. J 


Report of nominating committee and election of 
ofiicers—W 





\. Doering. chairman, Boston Con 
solidated Gas Company, Boston, Mass 

Paper, “Soul of Service’—W. H. Rogers, division 
agent Public Service Gas Company, Paterson, 
N. J 


Oscar H. Fogg 


Report of the committee on fire insurance rates— 
ee 


‘riday afternoon, Nov. 11, two o’clock— 
Scobell, chairman, Kochester Gas & 








pen forum for the discussion of: 
Elec (a) General accounting subjects of interest to 

tric Corporation, Rochester, N. Y. members or problems they are confronted 
Progress report of the committee on standard clas with in their work. 

sification of accounts—W. J. Meyers. chairman, (b) Subjects to be included in the accounting 

Consolidated Gas Company, New York, N. Y. section program for 1921-1922. 
Progress report of committee on uniform account 

ing nomenclature—W . A. Sauer, chairman, Peo- 

ples Gas Light & Coke Company, Chicago. II! 


Technical Section 
Banquet Hall—Ninth Fioor- 
Thursday afternoon, Nov. 10, two o’clock— 
Address, “Federal Income Tax as Applied to Gas 





Auditorium I[lotel 
Wednesday afternoon, Nov. 9, two o'clock 
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Opening remarks and report of chairman—R. B. 
Harper, the Peoples Gas Light & Coke Com- 
pany, Chicago, III. 

Report of nominating committee and election of 
officers—L. R. Dutton, chairman, Philadelphia 
Suburban Gas & Electric Company, Jenkin- 
town, Pa. 

Paper, “What Goes On in a Water Gas Machine?” 
—M. E. Benesh, the Peoples Gas Light & Coke 
Company, Chicago, IIl. 

Report of committee on complete gasification of 
coal—A. W. Warner, chairman. Philadelphia 
Suburban Gas & Electric Company, Chester, Pa. 

Report of gas-oil committee—W. H. Fulweiler, 
chairman, the United Gas Improvement Com- 


pany, Philadelphia, Pa. 


Thursday afternoon, Nov. 10, two o'clock (parallel 
distribution session; banquet hall, ninth floor)— 
Report of committee on increasing distribution ca- 

pacity—C. N. Chubb, chairman, United Light & 
Railways Company, Davenport, Iowa. 

Paper. “Utilization of Compressed Air for Clearing 
Gas Piping’—J. T. Griffin, Consolidated Gas, 
Electric Light & Power Company, Baltimore, 
Md. 

Report of committee on consumers’ meters—]. A. 
Clark, Jr., chairman, Public Service Gas Com- 
pany, Newark, N. J. 

Report of cast-iron pipe standards committee—- 
Walton Forstall, chairman, the United Gas Im- 
provement Company, Philadelphia, Pa. 


Thursday afternoon, Nov. 10, two o’clock (parallel 
chemical session; room adjoining banquet hall, 
ninth floor)— 

Report of chemical committee—C. A. Lunn, chair- 
man, Consolidated Gas Company, New York, 
oe - 

Report of purification committee—A. C. Fieldner, 
chairman, Bureau of Mines, Pittsburgh, Pa. 

“Effect of Moisture on Activity and Capacity of 
Iron Oxide for Gas Purification’—Wm. A. 
Dunkley, Bureau of Mines, Urbana, TI. 

“Seaboard Liquid Process for Gas Purification” 
—F. W. Sperr, Jr., the Koppers Company, Pitts- 
burgh, Pa. 

“Determination of Hydrogen Sulphide in Illumi- 
nating Gas”—C. W. Jordan, the United Gas Im- 
provement Company, Philadelphia, Pa., and W. 
H. Fulweiler, the United Gas Improvement Com- 
pany, Philadelphia, Pa. 


Friday afternoon, Nov. 11, two o’clock (banquet hall, 
ninth floor)— 

Paper, “Some Experiments with the Mixing of 
Different Gravity Holders”—H. E. 
Bates, assistant to engineer, the Peoples Gas 
Light & Coke Company, Chicago, IIl. 

Report of Committee on Deposits in Gas Pipes 
and Meters’—O. A. Morhous, chairman, Consol- 
idated Gas Company of New York, Astoria, 
re Se 

Report of carbonization committee—]J. Hawley 
Taussig, chairman, the United Gas Improvement 
Company, Philadelphia, Pa. 

Report of committee on disposal of waste from gas 
plants—F. W. Sperr, Jr., chairman, the Koppers 
Company, Pittsburgh, Pr. 


Gases in 


Manufacturers’ Section 


Gold Room—Mezzanine Floor—Congress Hotel 
Monday morning. Nov. 7, ten-thirtv o’clock— 
Address of chairman—Geo. S. Barrows, Grinnell 
Company, Providence, R. I. 
Report of secretary—P. H. Hall, American Gas As- 
sociation, New York, N. Y. 
Report of nominating committee—H. D 
chairman, Detroit Stove Works, Detroit 
Election of chairman and vice-chairman. 
Introduction of new officers. 
New business. 
Adjournment 


Schall, 
Mich 





A Potential Market and Unemployment 


The statistics gathered and compiled by the Amer 
ican Gas Association reveal some very interesting 
facts, the dominate one being the potential market 
that awaits cultivation by the industry 

According to the figures published in the AwEeRICAN 
GAS JouRNAL, there are 49,000,000 citizens, or, taking 
an average of five persons to a house, 9,800,000 homes 
in the United States being served by the gas indus- 
try; homes that use gas service for heating or light- 
ing their homes, or for cooking their foods or for 
heating water. 

From other statistics available it is understood 
that, in round numbers, only 60 per cent of those 
homes on existing gas distribution lines avai] them 
selves of this service; the remaining 40 per cent, or 
3,920,000 homes, then, would be the potential market 
of to-day. 

Let us assume the average consumption per home 
would be equal to, in dollars and cents, $1.50 each per 
month and that the point of saturation could be 
reached. Would not this $70,460,000 added revenue 
per year be a big thing for the gas industry and its 
stockholders, to say nothing of how much better, 
brighter and more efficient these 3.920,000 homes 
would be? Here is a goal for the gasman—selling 
sells. 


Why not each commercial manager in each of the 
4,600 communities make an analysis of his territory 
and go after the homes on existing lines? It may be 
a smaller or larger per cent. The goal would be 
homes on existing lines not using gas service for each 
community. Think it over; try it out. If things are 
“dull” it will surprise you what can be done. 

If a movement of this kind could be set up its value 
would be inestimable. Let’s get our foot on the right 
plies needed (meters, coke, coal, oil, cooking, water 
heating and space heating appliances alone), to say 
nothing of the direct labor employed, and would put 
into circulation, in round numbers, something over 
$125,000,000 if only one-half of the goal were reached 

There is a potential market in each of the 4,600 
communities served by gas companies that is waiting 
to be cultivated and, if cultivated systematically, is 
bound to be productive. A national intensive farm 
ing plan of this kind at this time would give the gas 
industry some wonderful publicity and build 
up good-will for the industry the value of which 
would be inestimable. Let’s get our foot on the right 
pedal; it’s on the brake. Step on the accelerator— 
on the gas. 


ld 
Would 
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The Exhibits an Important Feature 


Equipment and Appliances to Be on Display 


from being an adjunct to the annual convention 
of the American Gas Association the exhibits have 
developed into an important feature that appeals to 
every gasman and this year will be no exception to 
the general rule. The space has been carefully laid 
out by those in charge of this work, and everything 
has been done that will make convenient the visits 
of the gasmen during the hours when the sessii 
are not being held. 

And the visitor will be weil repaid for the time 
spent in the exhibit rooms for the latest developments 
in the manufacture of appliances and equipment will 
be on display and will give ample opportunity for 
study of the features that each one has. 

The list of exhibitors this year is a long one, and 
the wise gasman will examine carefully the list as 
published herewith and allot his time in such a way 
as to take advantage of each branch: 


ns 


1921 Exhibitors 


Booth 
No. 
92 A-b Stove Company, Battle Creek, Mich 
59 Acme brass Works, Detroit, Mich. 
+1 American Meter Company, Inc., New York, 
N. Y. 
» American Radiator Company, Chicago, llL- 
New York, N. Y. 
104 American Range'& Foundry Company, Min 
neapolis, Minn 
28 Armstrong Cork & Insulation Company, Pitts- 
burgh, Pa. 
90 Atlantic Tubing Company, Providence, R. | 
19 The Baltimore Gas Appliance & Manufactur 
ing (ompany, Baltimore, Md. 
67 Bailey Meter Company, Cleveland, Ohio 
63 The Bartlett-Hayward Company, Baltimore. 


Md 
97 Benson Manufacturing Company, Chicago, III. 
30 The G. S. Blodgett Company, Burlington, Vt. 
37 The Bristol Company, Waterbury, Conn 
98 The Brvant Heater & Manufacturing Com- 
pany Cleveland, Ohio 
The Canton Clothes Dryer Company, ¢ 
Ohio 
tf Century 
Johnstown 
Chambers 
ville, Ind. 
Chicago Vitreous Enamel Product Company, 


Cicero, II! 


SS 


inton, 


Ste ve 
Pa. 
Manufacturing ( 


& Manufacturing Company, 


‘“ompany, Shelby- 


93 George M. Clark Company, division American 
Stove Company, Chicago, III. 
15 Claus Automatic Gas Cock Company, Mil- 


waukee, Wis. 
1? The Cleveland Heater Company, Cleveland, O 
Tames B. Clow & Sons, Chicago, III. 
Comstock-Castle Stove Company, Quincy, III. 
Connelly Iron Sponge & Governor Company, 
Chicago, Ill.-New York, N. Y. 
11 The Crandall Pettee Company, New York, 
ee 


~—? 


36 
109 


13 


63 


s)* 
~ é 


102 
24 


106 


10 


~?> 


16 


5] 


\Wm M. Crane Company, New York, N. Y. 
Cribben & Sexton Company, Chicago, II. 


The Cutler-Hammer Manufacturing Company, 


Milwaukee, Wis.-New York, N. Y. 
Detroit Stove Works, Detroit, Mich. 
Detroit \Washing Machine Corporation, De- 


troit, Mich. 
S. R. Dresser Manufacturing Company, Brad- 
ford, Pa. 
Eclipse Gas Stove Company, 
Rockford, Ill. 


DD. Roper Corporation 

The Eclipse Stove Company, Mansfield, Ohio 
“quitable Meter Company, Pittsburgh, Pa. 
Eriez Stove & Manufacturing Company, Frie, 
Fa. 

The Estate Stove Company, Hamilton, Ohio. 
The Foxboro Company, Inc., Foxboro, Mass. 
General Gas Appliance Company, New York, 
| oe 

General Light 
Mich.-New York, N. Y. 

The J. H. Grayson Manufacturing Company, 
Athens, Ohio-New York, N. Y. 

John J. Griffin & Co., Philadelphia, Pa. 

Hale Manufacturing Company, Chicago, III. 
The Hoffman Heater Company, Lorain, Ohio. 
Hugo Manufacturing Company, West Duluth, 
Minn 

Humphrey Company, division Ruud Manufac- 
turing Company, Kalamazoo, Mich. 
The Improved Appliance Company, 
N. ¥. 

Iron Oxide Products, Inc., Cicero, II. 

The Johnson Gas Appliance Company, Cedar 
Rapids, Iowa. 

Johns-Manville, Inc., New York, N. Y. 
Kalamazoo Loose Leaf Binder Company, Kal- 
mazoo, Mich. 

Kennedy-Toombs, Inc., New York, N. Y. 
The Kompak Company, New Brunswick, N. J. 
The Koppers Company, Pittsburgh, Pa. 

The Lattimer-Stevens Company, Columbus, O. 
Lindsay Light Company, Chicago, II] 

The Lovekin Water Heater Company, Phila- 
delphia, Pa. 

Maleable Iron Range Company, Beaver Dam, 
\Vis. 

D. McDonald & Co., Albany, N. Y. 
Metcalfe-Shaw Corporation, New York, N. Y. 
The Michigan Stove Company, Detroit, Mich. 
The Milwaukee Gas Specialty Company, Mil- 
waukee, Wis. 

H. Mueller Manufacturing Company, Deca- 
tur, Il. 

National Stove Company, division 
Stove Company, Lorain, Ohio. 
National Tube Company. Pittsburgh, Pa. 
New Process Stove Company, division Amer- 
ican Stove Company, Cleveland, Ohio 

Ofeldt Gas Fired Boiler Company, Inc.. Nyack- 
on-the-Hudson, N. Y. 

The Peninsular Stove Company, Detroit, Mich. 


division George 


Gas Company, Kalamazoo, 


Brooklyn, 


American 
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60 


100 


10% 


105 


81 


$2 


84 


Pittsburgh Meter Company, East Pittsburgh, 


Pa. 


Pittsburgh Water Heater Company, Pitts- 
burgh, Pa. 
Ouick Meal Stove Company, division Ameri- 


can Stove Company, St. Louis, Mo. 
Ouiglevy Furnace Specialties Company, 
New York, N. Y. 

Rathbone, Sard & Co., Albany, N. Y.-Aurora, 


Ill. 
Reliable Company, division 
Stove Company, Cleveland, Ohio 


Republic Flow Meters Company, Chicago, III. 


Stove \merican 


Reznor Manufacturing Company, 
The Robert Brass 
Detroit, Mich. 
Roberts & 
phia, Pa. 
Robertshaw Manufacturing Company, Young 
wood, Pa 

The P_ H. & F. M. Roots Company, Conners 
ville, Ind. 


Manufacturing Company. 


Mander Stove Company, Philadel- 


Ruud Manufacturing Company, Pittsburgh, 
Pa 

Safety Gas Main Stopper Company, Brook- 
lyn, N. Y. 

The Sands Manufacturing Company, Cleve 
land, Ohio. 

The Schaeffer & Budenberg Manufacturing 
Company, Brooklyn, N. Y. 

G. F. Schmidt, Chicago, Til. 

The Scott Gas Appliance Company, Inc., 
\Washington, D. C. 

The Sprague Meter Company, Bridgeport 
Conn. 

Strause Gas Iron Company, Philadelphia, Pa. 
Superior Meter Company, Brooklyn, N. Y. 
The Surface Combustion Company, New York, 
m ¢ 

Taylor Instrument Companies, Rochester. N.Y. 
The U. G. I. Contracting Company, Philadel- 
phia. Pa. 

Van Zandt Gas Appliance Company, St. Louis, 
Mo. 

The Wales Company, Kalamazoo, Mich. 
Walker & Pratt Manufacturing Company, 
Boston, Mass. 

Weir Stove Company, Taunton, Mass. 
Welsbach Company. Gloucester, N. J. 

The Western Gas Construction Company, Fort 
Wayne, Ind. 

West Gas Improvement Company of America, 
New York, N. Y. 

The H. A. Wilson Company, Newark, N. J. 
The A. H. Wolff Gas Radiator Company, New 


York, N. Y. 
American Gas 
Chicago, III 
The Gas Age-Record, Chicag« 
N. Y 

The Gas Industry. Buffalo, N. Y. 

The Intercolonial Gas Journal of Canada, 
Hami'ton. Canada. 


Journal, New York, N. Y.- 


. Ill-New York, 


Inc.., 


Experiments and Tests Conducted by UV. S. 
Bureau of Mines 

As the result of a study of the formation of tar 
emulsions in water-gas sets, made under a co-oper- 
of the United States Bureau of 
Mines, the University of Illinois and the Illinois State 
Geological Survey, at Urbana, III., it has been proved 
that tar emulsions could prevented by 
proper manipulation. A method was developed for 
determining rapidly the 


ative agreement 


be largely 


percentage of water in tar 


emulsions. A full report of the results of these 


ex 
periments and the methods of preventing 


= 


emulsions 


in Operation is being published by the | 


niversity of 
Illinois Experiment Station at Urbana, Ill. 

The results of a series of experiments conducted 
for the Bureau of Mines by W. W. Odell, illuminat- 
ing gas engineer, at Davenport, Iowa, indicate that 
mixtures of some mid-Western coals and coke give 


satisfactory service as fuel in water-gas sets in sub 
stitution for the high-grade Eastern coke generally 
used in that section. By the use of such mixtures a 
considerable saving in may be effected without 
introducing any serious difficulties in the process of 
manufacture. A report on these tests will be pub- 
lished as a technical paper of the Bureau of Mines. 

On the transfer of Mr. Odell to other duties, the 
study of the use of central district fuels in water-gas 
sets was continued for the bureau of Mines by \V. A. 
Dunkley. Mr. Dunkley conducted experiments in 
the 11-ft. water-gas sets of the Coal Products Manu 
facturing Company at Joliet, Ill., with coal from the 
No. 2 bed mined at Murphysboro, Ill. Many difficul- 
ties encountered in using coal have been gradually 
overcome. Mr. Dunkley devised a test for compar- 
ing the activities of iron oxide for gas purification. 
This test has been tried out by seven gas laboratories, 
and substantial agreement in results with six stand- 
ard samples of oxide has been obtained. 

\ series of tests on the effects of using steam in 
steaming horizontal gas retorts has been made by 
the Bureau of Mines, in co-operation with the Illinois 
State Geological Survey, at Mendota, Ill., with coals 
from the Elkhorn district of Kentucky 
Franklin County, II. 

At the Pittsburgh, Pa., experiment station of the 
3ureau of Mines, investigations relating to the puri- 
fication of city gas are being continued in co-opera- 
tion with the purification committee of the American 
Gas Association. A. C. Fieldner, chairman of the 
committee and superintendent of the Pittsburgh Ex- 
periment Station, is in general charge of the work, 
\t this station A. R. Powell and G. S. Scott are work- 
ing on the development of improved methods for de- 
termining the efficiency of iron oxides for gas puri- 
fication. 

An investigation has been conducted at Pittsburgh 
by the Bureau of Mines to determine the quantity of 
nitrogen produced when gases are analyzed by the 
slow-combustion and the explosion methods. The 
tests indicate that negligible amounts are produced 
by the slow-combustion method when properly con- 
ducted and none by the explosion method when air 
is used as the oxygen supply, although appreciable 
quantities are formed when mixtures of air and oxy- 
gen are used. 


cost 


and from 
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Gas 


Appliances Make Wonderful Xmas Gifts 


Suggestions for Taking Advantage of the Yuletide Season 


By J. B. DILLON 


Less than fifty feet from me nestles an old cotton- 
wood tree of large dimensions. It was only a short 
time since her dress was a beautiful green, but slowly 
yet surely it turned to gold, is withering, and with 
every gust of wind she sheds more of her 
and 1n a little while she will stand bare. 

What is the omen? 

Winter is fast approaching and at this 
know that it is but a short 
while until Christmas. 


raiment, 


time we 


convince any one that they are going to make that 
home look more alluring than any display we have 
ever seen at a world’s fair, all because it will be de 
voted to a particular purpose, and that ts to sell 
“pretty devices. 
lilow are we going to combat it? 
“Pretty is as pretty does” and, while the luster of 
the utensils have nothing whatever to do with their 
cooking 


must not lose 


functions, we 
sight ot 





When we think of = 
Christmas we think of 
those near and dear to us 
for it is a season of good 
cheer, and in thinking of 
our loved now we 
know that we are going to 
give them a present 


ones 


True enough, Thanksgiving isn’t 


here, yet we are glad to bring out 


that fact and mention 
these things and, owing 
to the very nature of their 
construction, requiring an 
electrical current to op 
erate them, they will cost 
too much to prove of any 
pleasure to the majority 


Ah! you ask, “Does these thoughts about Christmas; of people, and it is to the 
Santa Claus still liveth?” — majority we cater 

Yes, Ole Santa. still for it is only a few short weeks let no one be imbued 
ives ¢ he wil > as . » ide at any- 
lives and ie Vy ill live a away, and if we are to take advan- with the idea that an) 
long as the world shall 4; thing cooked by electrici 
last. Take Santa Claus tage of what is coming we must be ty is any better than if 
away and you take cooked by any other heat. 
Christmas away. You on the job now. Mr. Dillon has fhere are some people 
cannot obliterate Christ- 


mas, therefore \ 
expunge Santa 


ou cannot 


What other signs will 
we see besides autumn 
leaves? 

“Do your Christmas 





shopping early,” and 


written a splendid article.—Editor. 


who think so, and only 
awaken to their error af- 
ter spending too much 
money tor these high- 
priced electrical utensils 
big bills 


intenance and op 


aid paving for 


tneir ma 








there are few who have 
not learned 


of so doing. 


the wisdom 

If people are to do their Christmas 
shopping early, we must prepare the way, so as to 
entertain them and to assist them in making such 
selections as will make them feel serene when Santa 
delivers their choice to the beneficiary. 

Our competitors are already making great 
arations, and it is well from their side, but it me 
loss of prestige and money to us 1f we merely st 
and say: 

“Gee! but isn’t that some class!” 

“To what and whom do I allude?” 

“The Co-operative Electrical League 4 

“What are they doing now?” 

“T cannot sav for the rest of the cities but. as they 
are working as a ‘unit,’ what I mention will no doubt 
apply to other sections.” 

In Denver, Col., they are building a complete cle 
trical home. This edifice is to be built like any pala- 
tial home, and it is to be located in a bonton resi 
dential district, but the occupants will consist of 
sales clerks and the latest and greatest in electrical 
utensils; and, owing to the nickel plate of these ar- 
ticles, it will not require any lengthy narration to 


aside 


eration 
It has been said. and 
quit logically. that 
‘There is a place for everything and that evervthing 
should be kept in its place.” 

While I think of that, I will admit that our com- 
petitors have the edge on us when it is something 
that requires a motor for home use, and that electric- 
itv for lighting purposes is excellent, that the electric 
sadiron for the housewife is grand. but I will not ad- 


nit that they 
; 


can favorably compare witl 
pliances for the ] i 


our gas ap- 
1a iousewife on the other necessities 

No, they cannot, and that is why I s. 
honestly and fearlessly. Tell the people the truth 
and be not afraid, because vou are 
the world affords when you sell 
utensils that belong with it 

Just think of this! Now, honestly, I 
seen a more steady flame than that you get from a 
gas jet? 

No, you have not. 

Well, if the flame is steady, does that not mean 
that the heating resultant will be one that nothing 
can improve upon? 

Most assuredly. 
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If the heating is the best that can be obtained, and 
the cost is less than that of electricity, why should 
you hesitate? Can’t you see that you have every- 
thing favorable to yourselves, yea, the advantage, ex- 
cept possibly the few things that | mentioned, and 
I do not care to, nor will any of you want to, make 
any misstatements. Therefore, let our competitors 
have his part and let us get ours. 

Is he content to do that? 

Of course not. He knows that what he sells will 
do the work, but he is not bothered as to what it 
costs the users, for the plain truth is that the more it 
costs the more revenue there comes to the cash reg- 
ister in which it too often happens that the seller of 
these electrical devices is directly interested in sell- 
ing the current to the consumers. 

It is our part of the game to tell of these features 
to the customers and unless we do it the opposition 
are going to “clean us,” for you and I both realize 
that if we did not know better we could not resist 
buying these bright and shiny nickel-plated electri 
cal utensils. 


Don’t Fold Your Arms 


Do not sit down and try to fathom why these 
folks are making such herculean, yea, desperate, 
efforts to get all the business if what I sav is true. 
My statements are true, but it seems to be a way of 
the world that some people never know when they 
have reached the limit of their practicality, but fired 
with zeal, greed or what not, they keep on plunging. 

Instead of worrying ourselves as to the “why,” we 
should watch them and whatever is good we should 
improve upon and use, and what is not good we 
should “show them up” openly, honestly and fear- 
lessly, and that is just what I am trving to do. 

Don’t knock. Reason, explain, demonstrate—and 
keep at it. 

Here is another thing worth thinking about at this 
time of the year: Some are saying that we are going 
to have a coal shortage this winter. Let’s forget 
that, but is it not a fact that there are many peoplé 
who will buy a gas range if we make plain its great 
merits and mention—what is so often the honest 
truth, in many sections—that the cost for the flame 
necessary to cook with these ranges is hardly any 
more than the price of so much coal; that is, the 
coal that would be required to perform the same work 
in question, and that we are not forced to wade out 
to the coal shed with the snow inches, or feet, deep, 
and that we are not bothered whether or not the 
erstwhile kindling wood is incrusted with ice or 
buried under the snow? 

Many of our little homes—and the homes where we 
should find lives our best customers—are arranged 
so that the house is heated by hot air or steam, the 
furnace being in the cellar. Because coal is generally 
used as the heating functionary for these furnaces, 
too many “plant” a coal stove in the kitchen for the 
good wife and that is all she has each day in the 
year. 


The Suffering of the Housewife 


Think of what she suffers during all these days be- 
cause too many of us live the part that “Ignorance 
is bliss.” 


Yes, suffers. The heat in summer is unbearable 
and the torment of trying to keep a uniform heat for 
cooking, baking, toasting, roasting, etc., is nerve- 
racking, and it is a more severe drudge than any man 
would stand. 

\Whose fault is this? 

You, as gas appliance dealers; and those husbands 
who do not hearken to a pleading to help our best 
friends—our wives and daughters: 

This lesson is not overdrawn. If I had the elo- 
quence of Demosthenes and the pen of Carlyle, |] 
could not say too much in favor of gas ranges and 
gas appliances, and how they lessen the burdens of 
the queen of the kitchen, the sanctum that appeases 
man where he is best appeased, and that is via his 
“tummy.” 


Don’t Be Daunted 


Let not the luster of vour competitors’ ware daunt 
you. In fact, let nothing sway you from standing 
before the universe and calling the crowd to where 
there are gas appliances for demonstration, or sale; 
for you have the truth, and the truth is mighty and 
will prevail. 

Yea, truth may be trampled in the dust, but it will 
arise again and assert itself, and when all other things 
lie dead and forgotten truth will exist because it 
cannot die. Gas appliances are the symbol of truth; 
vea, they are the essence. 

We must not wait any later to set up our show 
windows to attract the crowd as to what will make 
a suitable Christmas token. Let us this day prepare 
and finish within the shortest time practicable an al 
luring Christmas window. for “Vo your Christmas 
shopping early” will be taken advantage of by many. 
As an attractive window for those who have the 
space it is suggested that we get a regulation two- 
horse sleigh, using two cardboard deer as the pro- 
pellers, the reins being held by a nice red-coated. 
gray-whiskered, fat, Santa Claus who, with his usual 
broad smile, shall be seated within his sleigh ready 
for the trip. 

The sleigh should be loaded with a gas range 
(small one) being careful that the weight causes no 
breakage, etc., toasters, percolators, heaters, etc. 

The snow effect, holly, mistletoe and other appro- 
priate decorat‘ons must help to make the window 
one pleasing to the eye, for in truth the psychological 
effect of the sleight and its load needs no further ex- 
planation, and it will sell many articles. 

For a cardboard, let us use something like this: 


Attention, Husbands and Fathers! 


Santa Claus says that he is on his way to a 
home where the man wrote him thus: 


“T’ll do my Christmas shopping early, 
And you can bet my ways I’ve changed; 
I’m going to send my girlie 
A bright and shiny new gas range.’ 


This card may be varied from day to day with the 
following card, or any others that you may care to 
concoct. The main thing is, don’t relent: 

(Continued on page 418.) 
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Here and There in Selling 


A Pat on the Back Helps 
By WM. H. MATLACK 


You have all felt it, and it helped. 
things 


Sometime, when 
were not just as rosv as they might have 
been, or when you had exceeded your quota, a pat 
on the back and a cheerful word from the “boss”— 
and it made the dark day a little brighter or caused 
the bright day to glow, and it helped you a lot. That 
pat on the back and that word of cheer did much more 
for you, and the “boss,” than a gross of those so-called 
“pep” letters, or talks 
could possibly do. 


some—,” “Can I interest 
want—’” or “I’m selling—.” 
The market of to-day is a buyers’ market and the 
house-to-house salesman who employs such phrases 
as those quoted will rarely get to “tell his story,” for 
such an approach is at an end as soon as it is made, 
as the usual answer is “No,” and as the question 
asked has been fully and completely answered there 
Is no 


you in “Don't you 


the 
well as 


“come back”: 


lS closed aS 








Case 





You felt better: it put 
push into your person and 
caused you to feel that the 
“old man” was a regular 
fellow, whom you would 
work for. 

It surely helps to have 
a hand extended your 
way, in fair times and | 
foul, and there is an artin_= J] 
the act. whether it is a pat 
on the back o1 


a hand ex 
tended from afar. | 

lhe average human be- | 
ing is temperamental, es 
pecially a human being J 


whose mission is to sell, try it out. 
and tl 


time 
1 . - = 1 Ro -] 
when a pat on tne pack o1 


crc COMES a 


effort.—Editor. 
a hand extended from the 
oy 1 


hous¢ 1s 


i@ one stimu 
iad 1 « ‘9 
authority 


lant that has 


John B. Mannion, su 





Sure, a pat on the back helps! 
You know it and we know it. 
human nature is so constructed that 
it seems almost as hard to cheer 
the other fellow on as it does to 
admit that we are wrong. But just 


It will be worth the 


the door. 
[lave or create an ex- 
for ringing door 
bells, some service to ren- 
der the prospect. 
Indifferent approach is 
not confined to house-to- 
house salesmen by any 
means, for but recently, 
upon entering five difter- 
ent retail 
been approached as 


cuse 


Yet 


have 
fol- 
ws: “Yesir!’ “Are you 
waited on?” “What’ll it 
be?” “What can I do for 

4 “Wh 


Vout 


stores, | 


} 
if 
i 


at’ s 
yours: 

No harm in such greet- 
ings; no, nor very much 
good. \\ hy not be ditter- 
affable, if it be 


“(Good 


“Good after- 


ent, more 
nothing more than 
morning” or 








pervisor of the Fdison 
School of Salesmanshy — 
Chicag surely undet 
stands this. In a recent bulletin sent to students of 
the Edison Company's school, he says: 

So that we may not have any misunderstat lings 
in our work in the Edison School of Salesmanship, I 
want you to keep this promise from me to you placed 


in your active memory: 
“I deem it a privilege to be useful to you. IT get a 


lot of keen satisfaction in serving you. Il am never 


too busy to answer questions. 1 don’t know every 
thing—heaven spare me the headache—but I can 
find out \ll I ask is that vou don’t hug anv mis 
understandings but that vou’ll unburden them to me. 


(That's entirely what I’m here for.” 
Phat 1 


bound 


1 


a man to his men that is 
to promote a spirit of “T will” co-ope: 


is a message from 


ition 
How Are Your Prospective Customers Approached? 


With a sellers’ market, the salesman can’t “Get ‘em 
voung, treat ’em rough and make ’em like it,” nor can 
he break down the customer resistance that has been 
built up by the average housewife against “porch 
climbers,” whose idea of approach is “You don’t need 


ALS 
noon,’ as the case may be. 
pemeennemen Selling will sell. Yes— 
if—if the salesman has 
be n prop rl c( hooled: if he has a true knowledge 
of the product, commodity or specialty he is exposing 
to sales and a belief in the service it will render—and 


how can he believe in something he knows nothing or 


but little about? 


Every man who goes out to sell gas and gas appli 
ances should have a full and complete knowledge of 
both. It should be the duty of the sales or commer- 


cial manager to see that his salesmen have this knowl- 
edge in order that the company may be pro 
intelligently represented. 


The person who meets the public and by whom the 


erly and 


company is known and judged should be pretty well 
versed as to the company and the preducts. service 
and merchandise he is offering for sale to the public. 

Gas company representatives who are sent into 


homes, commercial and industrial establishments to 
sell or to meet the public should be fully instructed 
and prepared to meet each prospect on the basis of 
“What will it do for me?’ It should be the duty of 
the commercial manager to: 


1. Analyze his customers’ and prospective cus 
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tomers’ problems. Learn what work or service 
the commodity and appliances he is selling are 
capable of doing or solving. 

2. Ascertain the most efficient and economical! 
way of solving the problem or rendering the se: 
vice. What appliance to use and its proper in 
stallation. 


> 


3. Study the commodity, not necessarily al! the 
technical processes involved in the manufacture, 
distribution and utilization, but learn enough 
about it to be able to talk gas service intelli- 
gently. 
$. Study the appliance in order tobe thorough], 
nversant with its construction, operation. care 


and maintenance, know the cost of the apphanc 





“The Average Prospect Does Not Like to Ask 
for Credit” 


and its installation, and upon what terms it 1s 
sold. 

5. Impart this knowledge to evervone who 
comes into contact with the public by listing tn 
black and white and placing in the hands of t! 
others in and of the organization: 


(a) A general outline of company policy 

(b) A brief outline of manufacturing pr 
esses, distribution and utilization 

(c) A review of the services gas will ren- 
der and the appliances to employ in render- 
ing it 

(d) A list of the selling points, the “Will 
do’s” and “Won’t do’s” of all appliances 
sold by the company 


6. A review of the above with an introduction 
bringing out the vast field to be cultivated. with 
selling points in construction, operation, cost of 
work done or service rendered, saving of labor 
and efficiency. 








i. Sales psychology, as human nature enters 
into every sales problem and every sale. 
. A plan for demonstrating each appliance, 
both in the home and store. Every purchaser 
should have a complete demonstration of the ap 
pliance he purchases as well as be instructed as 
to its care and maintenance. 

\ company is known by the men it employs. 


~ 


Favorable Factors of Deferred Payment 


lhe deferred payment plan of selling holds many 
advantages for the dealer in household labor-saving 
apphances and far more than a plan to accommodate 
the customer who cannot pay cash. 

The deferred payment plan enables the dealer to 
fully and intensively cultivate his market with the 
knowledge that as his sales volume increases that 
his capital will be automatically increased 

Phe deferred payment plan of selling is not new. 
Many “carriage trade,” exclusive trade stores, as 
well as retail stcres in all lines have been selling “on 
time” for vears and years, railroad equipment and 
rolling stock is purchased “on time” and has been for 
years, as have other commodities and specialties—but 
the legitimate plan of deferred payment selling of 
merchandise, where the cost of the use of the money 
involved in this type of selling was passed on to the 
consumer did not come into any general use until 
the manufacturers of household labor-saving appli 
ances and automobiles realized that if thev were to 
keep their factories running, do national advertising, 
cheapen manufacturing and distribution costs and 
lower the retail selling price that instead of catering 
to and depending upon a class, and that it was neces- 
sary to sell the masses, that the plans now in vogue 
were adopted 


Sales statistics show that a majoritv of those pur 
chasing household lihor-saving appliances that. re 
tail fer over S25 are sold and have been sold on the 
deferred payment plan. With a small down payment 
and the balance spread over a period of fri m six to 
twelve menths | 

The main purpose and real value of deferred pay 


ment plan of selling is that it offers the dealer a much 
larger field which also enlarges the number of pros 
pective purchasers immeasurably. no matter what 


tvpe of anpliance he is selling 


With the use of the deferred pavment plan the 
lealer can cater to evervone within reach of the gas 
companvs distribution system, or in other words, all 
of those who are, or could be, in anv wav considered 
prospects. To a 100 per cent market while if he 
sold only for cash his eftort would only profitabl, 
be directed to about a 20 per cent market. The ques 


tion naturally arises, “Why plan and direct vour ef 
forts to 20 per cent when with no risk you can di 
vour efforts to the other 80 per cent 

The Securities Investment Company, St. Louis 
who have been handling dealer paper for some of 
the biggest distributors of household appliances in 
the United States for several vears. advise that in 
the matter of losses by dealers caused bv failure of 


the customer to keep up or complete payments is 
less than one-half of one per cent, and in the average 
“ase. where recoverv is made. the dealer “reservices” 
case, \ vis made. tl eservices 
the appliance and sells it at a reduced price that en- 
ables him to make a profit above the cost of “reser- 
vicing”’ and reselling. 
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Some dealers regard the matter of collecting 
monthly payments as nothing more than a trouble 
some task. The dealer who fully appreciates the fact 
that the “eye starts the sale” and that good-will is 
largely built by personal contact between dealer and 
customer, will make this monthly visit of the cus- 
tomer to his store a profitable one. It will enable 
him to get acquainted with his customers and to dem 
onstrate the different appliances that he may be fea 
turing and which the customer would in no other way 
become familiar. 

Satisfied users never hesitate to “say a good 
about the appliance they are using and that’s mighty 
fine advertising for the dealer. The satisfied user is 
a big asset and the more satisfied users the dealer has 
the greater will be his sales volume, as the deferred 
payment plan enables the dealer to go ovt and offer 
his appliances for sale to every one whose 
It may be readily seen that the dealer who 
uses it is bound to increase his sales volum: 

The deferred payment plan acts as a stimulant to 
the salesmen, as they realize that only by being 
to offer the appliances thev are selling to « ; 
on the company’s lines can they hope to have an ever 
waiting market. They soon realize that !f they con 
tinuously “tell their story,” and tell it to someone, 
that their sales volume will be profitable. 

in selling on the deferred pavment plar_ there 
should be but one price, a list price which is subtect 
to a discount for cash. To illustrate, the list 
of a gas range is $150. The terms are $6 with order 
and twelve monthly payments of $12 each, or 
less 5 per cent for cash with order. 

List price should be built up from invoice and in- 
clude all selling plus profit The carrying 
charge, or difference between cash sale and deferred 
payment sale, being a selling cost, is added to the list 
price, to be paid by the customer who uses the deal 
er’s money by buying on the deferred payment plan. 
The cash customer receives a discount for the 
that selling cost is reduced; there is no cost or tic-up 
of the dealer’s capital. 


wt rd” 


( redit 1s 


good. 


ah] 
ADIC 


vervone 


price 


S150, 


costs, 


reason 


In stating price always include terms. Remember 
that the average prospective customer, even though 
you have advertised a “small payment down,” 
not like to ask for terms or credit. Never cause a 
prospect embarrassment; state clearly, “The price of 
this range is $150 and our terms are $6 cash (with 


does 


the balance payable monthly for twelve months) and 
$12 per month for twelve months. 

If the prospect happens to be one of those custom 
ers who “would not have anything t 
having stated price and terms, it 1s 
customer to have you say “In 


hat is to be pa 
for on time,” 
very pleasing to the 











Eighty Per Cent Buy on Time 


that case, if 


you wish to cash we will be very 
glad to pay you for the use of your money: we will 
give you a cash discount of 5 per cent.” 

A great many people “shop” and purchase appli- 
ances while on a “shopping expedition,” and it is for 
this reason that it will be to the dealer’s advantage 
if, in building up his sales price and terms, he makes 
the first or down payment smallest. It will be found 
that many people have $6 “with them” or “in the 
house,” mav be, that would not have $12 
to make a down payment. The dealer can do this, 
knowing that once the appliance has been delivered 
and the housewife or customer has been thoroughly 
instructed in its use and used it four or five times 
which he will before the first monthly payment is due, 
that the payments will be met 
burdens have been lightened 
them back into old wavs. 


Pay 
4 


as the case 


Once a customer’s 
it’s pretty hard to get 





Concerning Shale Production 


Barnwell, a metallurgical 


SLE expert, of Cincinnati, 
told the delegates at the Mining Congress, in Chicago, 
that unless Colorado hurried and developed her shale 
industry, that Kentucky would take the lead. 

It is refreshing. after all, tl many 
able to supply our needs and that there is a great need 
for shale gasoline was proven by figures showing that 
the number of automobiles in use in the United States 
has increased 1,700 per cent, while the supply of gaso- 
line has increased but 592 per cent and the supply of 
crude oil only 100 per cent in the last decade . 

hat gasoline from shale is practical and efficacious 


we have had ample proof, according to a recent experi- 
ment made in St. Louis, where it 


iat there are sections 


as claimed shale gas- 


oline gave 22.8 miles per gallon, and the automobile was 
large one 

















Every Home on the Distribution System Is a Prospect 
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How to Use Advertising Space 


Getting the Best Results from Newspaper Expenditures 


By HAROLD 


\Vhen you publish an advertisement in the news- 
paper does it ever occur to you that your advertise- 
ment must compete for attention with a hundred 
others? Has it ever occurred to you that if your ad 
represents merely the average sort of publicity it 
has only an average chance of being read among all 
the others that appear in the same issue of the news 
paper? If you will give this matter just a moment's 


thought you will un- 
doubtedly recognize the 


F. PODHASKI 


ago, the B. H. Levy Company, of Savannah, Ga., orig- 
inated a decidedly unique method of advertising their 
business in connection with the event. The idea is 
one that represents the “something different” in 
newspaper advertising, and it is worthy of careful 
study because it accomplished some real results. 
There is no reason in the world why you should not 
use the same idea in connection with the next anni- 


versary your own busi- 





ness may observe. 





truth of these statements. 
Glance through the pages 


of any average newspa- 
per, if you would seek the | 
proof, and you will see | 


that there are only a com- 
paratively few of the ads 
therein that are really 
characterized to attract 
and hold the attention of 
the reader. You may find 
one or two really good ads 
in the average paper, and 
if you will look them over 
you will note 
reason they at- 


Usually advice 


other fellow ha 


tronted, then his 


seat 
carerully 
that 


T 


the 





it costs: nothing. 


problems with which we are con- 


be worth something. 


‘The files of one of the 
Savannah newspapers 
were secured for 1871, the 
year in which the busi- 
ness of this company was 
originally — established. 
Each day for two or three 
weeks the company pub- 
lished an advertisement in 


is worth just what 
But when an- 


s solved the same 


|} the newspapers’ which 
1} was headed, “Savannah 
hiftv Years Ago.’ The 
remarks areaptto [| ‘OPY, oO! course, was 
if changed daily. Below this 


rroduced ver- 


That’s how 


1 


would be rey 


batim 


re 








} 

I : ? 3 | some interesting 
tract your attention is be we size it up. And that brings up if news story taken from the 
cause they are “different.” ‘ l} files of the paper of that 

If you should alcaand the fact that here is a lot of good | same date in IST1, and a 
to work out a new and . . lf pen drawing illustrating 
original idea that would advice.—Editor. t! e news story in ues. 
represent this “‘something m. For example, in the 
ditterent”’ every time vou } local yapers i Oct 3. 
published an advertise- : be | 1921, a story was ib- 
ment, vou would = find ished from the old files 
yourself up against an al about 2 boat race which 
nost impossible task. On the other hand, it is no dif took place on Oct. 3, 1871 he advertise went 
ficult matter at all to get hold of worth-while adver on as follows 
tising ideas if you will permit yourself to profit from 
the experiences of others. That is one of the rea \nd such were the sports of Savannah fifty 
sons th publication exists—to pass on the other years ago. 
fellow’s ideas to you, and your ideas to the other The old velocipede rink had its enthusiasts, 
fellow 1d it only remains for vou to take advan- not to mention the baseball teams that crossed 
tage of the opportunities these pages afford you bats for a 15 to 27 score, or thereabouts 

Here are a few advertising “stunts” that have been It was in those days that the B. H. Levy firm 
successfully used of late by business concerns in was founded. The little store about twenty by 
various parts of Dixie, and every one of the plans twenty feet square on the corner of Bryan and 
lescribed paid very good dividends, so far as mone Jefferson Streets is now but a memory, but the 
tary re s from the advertising are concerned. They name of Levy has lived and grown until now it 
are all ideas that can be jtust as successfully used is the proud insignia of a firm whose business 
elsewhere to serve the same purpose. It ts, of course, covers this entire territory. 
your privilege to use them, either as they are de The creed of its original founder remains to 


scribed here or to make whatever changes vou may 
order that they n 
quirements of vour own business 


t 


desire 11 1av suit the specific re- 


"Twas Fifty Years Ago, My Lads 


(elebrating their fiftieth anniversary a few weeks 


day what it was fiftv years ago: The earnest de 


sire to serve the people of this vicinity, to treat 
them courteously, and to give them goods of 
known and proven value—to give them real and 
worth-while service. 

\Ve are proud of the confidence, the friendship 


and good-will which the men and women of Sa- 
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vannah and the neighboring territory cherish for 
for us to-day, and the fact that the organization 
has been under one continuous management for 
fifty years proves that we have maintained the 
standing which we originally planned to main- 
tain. 

\lmost with the founder of the firm came this 
slogan, “The Store Dependable,” and since that 
time it has been faithfully perpetuated. 

Istl — 1921 


It is hardly necessary to comment further upon 
the real value of this sort of advertising for the firm 
that can live up to these claims. The idea is a 
mighty good one that can be successfully used in 
connection with any anniversary, be it the fifteenth 
or fiftieth 


Yesterday and To-day 


\n idea somewhat similar to the one above de- 
scribed was used recently by M. Weil & Bro., of 
Birmingham, Ala., in commemorating the thirty 
fifth anniversary of the business. Instead of repro- 
ducing in paid advertising space news stories as in 
the above case, however, the company reproduced 
several of the advertisements it had originally used 
in 1886, the year in which the business was estab- 
lished. It is needless to state that this 
proved a winner. It offered the reading public an 
opportunity to note the remarkable development 
newspaper advertising has experienced by compar 
ing the crude ads of 1886 with the ads of the modern 
day, and wide-spread attention was attracted to the 
company’s advertising as a result during the time this 
plan was in progress. It is interesting to note that 
during the first two or three years—that is, from the 
time the business was established in until al 
most 1890—the same advertisement was published 
day in and day out with hardly ever a change being 
made in the “copy.” And to-day the firm that doesn't 
change its ad with every issue of the newspaper is 
looked upon as unprogressive. 


idea. too 


1886 


Co-operative Advertising 


\nother idea along these same lines was a co-ope- 
rative advertisement of several business houses in 
Atlanta, Ga., recently. A full-page ad was published 
and in the center of the page was reproduced a com- 
plete copy of the Atlanta telephone directory of 1884. 
At that time the directory contained only 370 names 
and it required only a single page to list them all; 
to-day the Atlanta directory has 35,000 names. 

Around the space used for the reproduction of thts 
old directory were the advertisements of several bus 
iness houses in Atlanta whose names also appeared 
in the old roster. This is a mighty good idea because 
it affords the reader an opportunity of tracing the 
city’s progress by comparing the present telephone 
directory with the old one. \Vhen it is considered 
that the percentage of business failures 
more than seven out of ten in each seven years, a 
keener appreciation can be felt for those business 
concerns whose names were on this telephone roster 
forty vears ago, or thirty vears ago, as the case may 
be, and are still there to-dav, growing stronger and 


averages 





more substantial as the years pass by. ‘These are 
facts, of course, that should be featured, and they are 
the primary reasons this plan is especially worth 
while as an advertising idea. 


Chamber of Commerce Will Help 


The old directory could be easily secured from the 
local office of the telephone company and the plan 
successfully sponsored by the chamber of commerce 
of your city, or some other civic or commercial organ 
ization numbering the business houses in its mem- 
bership. 


The Home Building Campaign 


\nother plan that could be successfully sponsored 
by a local chamber of commerce or some other com 
mercial organization, and one that could be used to 
excellent advantage right now. is a co-operative ad- 
vertising idea that has been in progress at LDirming 
ham, Ala., for the past two or three months. This 
campaign advocates the home-building idea and it is 
participated in by a group of twenty-five or more 
business concerns in Birmingham. ‘The advertise- 
ments are of full-page size and published weekly. 

In each of these ads the center of the page is used 
for the reproduction of an architectural drawing of 
a moderately priced home, the plan for the structure 
being complete in every particular, even the exact 
cost of the materials needed being given. Some of 
the business houses have smaller advertisements on 
the page and the names of all the other firms co-ope 
rating in the campaign are listed at the bettom of 
the page 

\t first thought, it would seem that such an idea 
should be carried out only by companies dealing in 
house furnishings, lumber. building materials, ete. 
True, all these companies should participate. as they 
carry lines that give this sort of advertising a direct 
appeal. On the other hand, it should be remembered 
that a campaign advocating home building and home 
ownership is a public spirited enterprise and this 
makes it of interest to every business house in the 
community. Of the companies taking part in the 
Birmingham campaign almost every line of business 
is represented, and as that city is this year building 
more new homes than ever before in its history we 
can take it for granted that the co-operative advertis- 
ing campaign is at least partly responsible for this 
result. The Birmingham chamber of commerce is 
behind the movement and wherever such a campaign 
is conducted it would undoubtedly achieve the hest 
results if sponsored by a local organization of this 
kind. 


Time Is Ripe 


Right now is the time when a campaign of this na 
ture should be started, for lumber and building ma- 
terial prices as a whole are lower than they 
been at any time in the past three or four vears. 
This is a fact that should be emphasized, for it is a 
virtual certainty that prices are not 
for long at this low level. 

The peak in 
reached in 


h ive 


going to remain 


material 
from 


and 
and 


lumber 
1920, 


prices was 
that time they 
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from 275 per cent normal 
until they are now slightly below normal and have 
been since April of this year. But the present ten 
dency 1s upward and therefore right now is the time 
to build homes. As compared with prices of only a 
vear ago, tor example, the reductions run from 25 to 
more than 50 per cent. 

With the chamber of commerce or some other com 
mercial organization in your city or community spon 
soring a home-buflding campaign of this kind, and 
with the business houses co-operating tu meet the 
cost, good results can undoubtedly be obtained if 
the above facts are emphasized. And not only does 
every new home in your city or community mean 
additional customers for your business, but vou will 
be taking part in a public spirited enterprise that will 
indeed be worthy of commendation. 


dropped steadily above 





Dress Up Your Advertisements 

This is not an article on advertising, but a few short 
and to the point paragraphs on factors to be consid- 
ered in planning your advertisements. The dav is 
past when the directors will not frown upon expendi- 
tures for announcements, and no merchandising or 
commercial manager should permit himself to be- 
come part of a scheme to purchase good white space 
in newspapers to say, “Cook with gas; it is quicker, 
cleaner and more economical.” That may have seemed 
all right and proper once upon a time, but there is 
no excuse for it to-day. We do, or should, 
better. 


know 


While we shan't dwell upon any side of advertis 
ing save the “Dress-up” side, we do wish to inject 
this thought, that text must be convincing enough 
in argument to induce sales, no matter how original 
or attractive the “get up” of the advertisement 1s, 
and should be planned and written with the same 
careful thought and consideration that you would 
give to a personal sales talk. A safe rule, it seems 
to me, to apply in writing copy is: Write as though 
the persons or person you expect to reach, interest, 
and eventually cause to purchase were sitting in 
vour store, before the appliance you are to feature in 
advertisements, and you were talking to him 


personall\ 


your 


The strongest copy ever written can have its effec- 
tiveness totally nullified by slipshod and ill consid- 


. ] 
ered La\ ) 


sat 


t or common-place headlines 

Give your advertisements a chance; send them out 
with a “good front.” 

You would not send salesmen out who were “run 
down at the heel.” to interview and secure orders 
from your townsfolks. Your advertisements, are 
salesmen in the printed form and are entitled to the 
careful consideration you flesh and 
blood advertisement. The unusual acts best as an 
interpreter and attention getter. To illustrate, the 
picture of a waffle iron and the words hot waffles in 
the illustration shown here are unusual; they attract 
and compel attention—‘Hot waffles,” then the line, 
“Eat them while they’re hot’—vyou get this at a 
glance; you want to know more; you read on; the 
text would tell you how these waffles are made and 
how good they are and finally say they are best made 
on the Gasco Waffle Iron. “Oh, boy! thev are good.” 
The iron may be had by ‘phoning the gas company. 
The copy would have first to do with waffles, how 


same sive the 


good they were how made and where to secure the 
appliance that should be used to make them crisp 
and good and close with a positive statement to 
‘phone the gas company to send out a waffle iron. 

Don’t be shv, the novel and unusual things are the 
things that attract and have a very real and definite 
place in advertising. 

Don’t be afraid to sit down and tell folks how good 
your appliances are, how well they render certain 
services for which they were designed. Just set down 
the truth about them if vou can do that and nothing 
more. You will find that you have text enough 
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Advertisements must be see 
and as you are in direct competition with r 
advertisements as well as features and news items 
when you are ! 
have to “dress up” your advert! 
different—if vou 
attention 


advertising in the daily papers, vou wt 
sements—makk 


expect them to secure favorable 





Development of Power Alcohol 
Electricity, 


sequence of 


] 


a London ‘echnical paper says, “As a con- 


the removal of the duties and restrictions 
on the importation and manufacture of power alcohol, 
we are informed by the Alcohol Fuel Corporation, Ltd., 
of Westminster Southwest 1, that they hope shortly to 
put into operation the preliminary arrangements they 
have made for the production and sale of Natalite Mo- 
tor Spirit in the United Kingdom.” 
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The 1921 Convention 


To the gasman who has the journey to Chicago to 
take part in the convention, the AMERICAN Gas Jour- 
NAL desires to extend its congratulations. The result, 
the effort. Vake ad 
vantage of everything that will help you in your daily 


work. 


we are sure, will be well worth 


‘That is what the convention is for, and remem- 
ber that you are a mighty important part of the con 
vention. Without you there would be no reason for a 
gathering of this kind, but with vou it can be made a 
great success. Do your part. Take pari in the discus 
sions; ask questions; be enthusiastic. It will 
good as well as the other fellow. 

To those who through some chain of circumstances 
The Amex 


ICAN GAS JOURNAL will do its level best to bring to you 


do you 


are unable to attend the meetings, we say 
some of the atmosphere of the gathering, and it will do 
its best to be faithful to its trust to report honestly what 


takes place. If there be criticism you may well rest 


assured that it will be in a kindly, constructive vein. But 
we don’t anticipate any such thing. 
Rather, “Let us take counsel together.” 
A Demand for Gas 
“People just won't use any more gas.”’ 
That was an expression made recently in the hearing 
of the editor of the AMERICAN Gas Jour: Phe 


man who made it is in charge of a property that holds 
wonderful possibilities, and if he fails to realize on 
those chances he will have only himself to blame 

It is only a little over a year ago that a certain large 
company announced that it could not add to its lines any 
It seemed to those in charge that im 


new consumers. 


mediately this announcement was spread broadcast e\ 


ery resident in that community decided that his house 


must be supplied with gas, and that at once. There was 
a general scramble for applications and within a short 


time the offices of the company were swamped with 





householders clamoring for gas. This condition kept 
up for months and not a single day saw any let up, but 
rather threats, cajolery and even bribes were attempted 


to secure the much-desired gas. 





The fact that this condition was duplicated in many 
communities about the same time would seem to show 
conclusively that there is always a market for gas, no 
matter what the general business conditions may be 
And if there is a demand for gas then most surely there 
is a demand for the appliances which burn it, and that 
means that the sales department of every gas compaiy 
should be going at full speed always. It follows, then, 
that if this increased consumption is secured that every 
other department, manufacturing, distribution, auditing, 
etc., will be kept busy and the company will be a pros 
perous one. And so those kindred lines which manu 
facture equipment and appliances also will be kept busy 
In this way prosperity will be spread and business will 
progress. 

These are not pollyanna thoughts by any manner of 
means. They are based upon fact, and we know that 
if the gasman will only sit down and consider them for 
a short time that he will quickly come to this way of 
thinking, and the result will mean a forward movement. 

Rut if we are going to wait until there has heen some 
sort of a miracle happen that will right all of the con 
ditions overnight, then surely the world is in a bad wavy. 


Just let’s get started right, now 
ao 


The Gasman’s Opportunity 


l’'requently we have written regarding taking advan 
tage of opportunity, and we have pointed 
those opportunities exist and the best 


Now 


out where 


in which to 


this question 


wal 
seize them we are going to take up 
} 


of opportunity again but we believe that we are going 
to be able to show by concrete example just how ad 


vantage can be taken of a chance that will be directl 


~ 


in front of the gasman who visits Chicago. That is by 
means of the exhibits at the American Gas Association. 

The best devices in the world will be on show at 
Chicago and with them will be men who are capable of 


showing how those appliances and the equipment c 


be used for solving the problems of gas companies 


Now if gas-company representatives | examine these 
exhibits and then place orders they will be accomplish 
ing two things: helping themselves and making the con 


vention a greater success than it otherwise would be. 
\nd the action that will be stimulated will carry with it 
a momentum that should swing us along for months to 
come. 

Hard-headed, practical, business men will be gathered 
it the convention and all of them will be ready to seize 
upon everything that will in any way lend itself to help 
ing solve their local conditions. If we will all place the 


order that we have been debating about for the past 
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few weeks or months and do it now, then the gas bus 
iness will receive a siimulus that will be hard to reckon. 
But action must be taken right now, when the iron 
is hot. That is what we mean when we say that the 
opportunity for real constructive work is right before 


every one of us. Take advantage of the exhibits. 





Gas Appliances Make Wonderful Xmas Gifts 


(Continued from page 410.) 


\Wifey : 
I'm wishing you a merry Christmas, 
And that New Year will change 
Your thoughts about the old dreary kitchen, 
For henceforth you'll have a dandy gas range. 


Hubby. 


If the window is too small for the sleigh effect you 
could show Santa with a strap around a range as if 
ready to pick it up and start on his gift-giving trip, 
using the cards mentioned 

A very simple effect, and one that has a good sell- 
ing idea. would be to secure some gas ranges of vari- 
ous sizes, made of paper and decorate a tree in out 
window with these designs, placing a card sign at 
the foot of the tree: 


The Tree and Its Fruits 


What every woman wants: A gas range. No 
need to hunt further, old pal;if you want to make 
the Missis really happy let her eat of the fruits of 
this tree 


In thinking of window decorations for the holiday 
season, the thought strikes me that if we will make 
some mistletoe wreaths and place within the circle 
miniature paper gas ranges and dangle a card like 
the following we shall create a pleasing effect: 


Whaet’s Sweeter than a Kiss? 
A gas range. Give her the range and she will give 
vou 


many 
kisses 


Other cards for the occasion, both for our windows 
and hung about our store: 


Think It Over 


To say “I wish you a merry Christmas” to 
wife or mother, when she must wrestle with an 
old coal stove is but a mockery. 


Peace on Earth 


Yes to every woman who receives a gas range. 


Good-Will to Men 
The woman who receives a gas range says 


“You betcha! Ain’t they the darlings!” 


Yuletide Glory 


A gas range in the kitchen, regardless of the 
Yule logs elsewhere. 


This will be a splendid time to appeal to the ladies 
about getting some of our instantaneous water heat- 
ers—smaill heaters for the bath, because you 
know the grouch of the bathroom is the man, and 
wifey could tickle hubby by surprising him with the 
needed article to make the winter’s baths more cheer- 
ful. Hence it is we must make a display of our 
heaters. 

It is suggested that we partition off one of our 
show windows and show an unheated bathroom and 
one that is heated. The cardboard figures of the men 
would convey more than words, yet our signs should 
be something like these: 


gas 


The Thoughtful Wife 


the bathroom with — 
Notice how pleased hubby is. 


Provided heater. 
The Unthinking Wife 


Failed to secure one of our ——~—- 
hubby’s bath. 


- heaters for 
Isn’t he the sour-looking thing! 


Listen, Ladies 
Men may call you the weaker sex, but who is it 
that makes manifest the comforts of the home? 
\\ hy, the ladies, of course. 
Let us suggest that you give hubby a — - 
heater as his Christmas present. 


L'se the newspapers, calling upon the populace to 
view your show windows and urge the giving of gas 
appliances for Christmas tokens, assuring all that in 
Not only 
lasting from a construction standpoint, but from a 


giving these articles they give lasting ones. 
pleasure-giving one. In making such statements vou 
are making truthful statements, and they will be ap- 
preved by any advertising board in the world, and 
you will render pleasure and comfort to many that 
would otherwise move around in that pitiable sphere 
of “Ignorance is bliss.” Never yet and never will it 
be that there is any bliss in being ignorant when there 
is real comfort in being wise. Be sure and have every 
appliance ready so that a practical demonstration can 
be given the moment your customers come in, and 
let your ad invite them 

As gas-appliance dealers, you have everything in 
vour favor. Whether or not you win depends upon 
vour zeal and progressiveness. You have strong 
competition. Of that you should be aware: still, the 
greatest impediment in your progress is due to the 
fact that many people do net understand the differ- 
ence between your goods and your competitors’. both 
from a practical and financial standpoint, and it is up 
to you to school them. 

Do it openly. honestly and fearlessly. Make neo 
misstatements, for that is not necessary here or any 
place. 

Remember that you can do it quicker, 
cheaper. 

In wishing all a merry Christmas and a contented 
New Year. I cannot but hope that for our slogan 
during 1922 and onward we will adopt: 

“Gas appliances do the work cheaper, quicker 
better.” 


better and 


and 
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Don’t Campaign—Sell 


It’s the Ascending Curve That Tells the Story 


By FRANK L. McCORMICK 


lhe gas appliance dealer should not think of his 
selling efforts as “campaigning,” but should regard 
his business as that of a merchandiser. He should 
conduct a continuous campaign of introduction. Tle 
should regard consistent, intensive cultivation by 
continuous advertising and constant intensive sclling 
effort as the one dominant phase of his business. In 
fact. the successful dealer in gas-burning appliances 
will conduct his business 
as any other merchant 


er to “campaign” for ranges during these months. 
August and September also get their share of “cam- 
paigns,’ usually on water heaters as well as a few 
ranges, due to the fact that in some instances the 
dealers feature ranges in connection with canning 
and preserving of fruits. September and October, as 
well as November, keep the curve up pretty well, as 
it is considered the logical time to space heater and, 
in some rare instances, 
gas-lighting “campaigns.” 





does, forgetting all else, 
save the fact that he has 
for sale certain merchan- 
dise, in which he has in- 
vested his money and his 
faith and which, if sold 
and properly installed in | 
the homes of his town’s }} 
people, will render a spe- 
cific, continuous and effi- 
cient service, whether the 
customer be an industrial 
establishment, a commer 
institution or that 
greatest institution in the 


] 


Clal 


After we had read this article the 
first time we had an almost irre- 
pressible desire to sit down and 
dash off a series of advertisements 
that would be masterpieces of their It 
kind. We hope that it will have the 


The curve and analysis 
have been arrived at by 
the use of actual sales fig- 
| ures covering a period of 
several years and from 
the experiences of deal- 
ers. It will be readily seen 


ij that if the usual proce- 
dure is followed _ that 


if there is a great waste and 
xg ; : 

| that nothing like an ideal 
volume is 


ever attained. 
being assumed that, 
| aside from having a few 


less salesmen 


and pos 
world, the home. that will effect of creating a lot of sales en- | sibly a smaller advertising 
help build good-will for : : : ‘ expenditure during one- 
him and establish in the thusiasm in your organization.— half the year, the dealer's 


minds of the community 
the fact that his store is 
the headquarters for eff- 
cient and dependable mer 
chandise. In 

if the dealer in 


Editor. 


other words, 


gas-burn- 





fixed expense is constant, 
and increasing, if his total 


volume of business in- 








ing appliances will use 


methods that 


same 
other successful merchandisers do he will attain the 
ume results and rewards attained bv them. He will 
same re ts and rewards attained Dy them \ 
ive an ever-ascending sales curve and will automat 
callv build up his financial resources, prestige and 


The Ascending Sales Curve 


he ideal sales curve is one which moves eve! 
volume increases month over 
month and year over year, and where seasonal sell 
ing may be ertirely forgotten. In short. it is the sign 
of a healthy business and should be the ambition of 
every company 

The illustration shown here represents an average 
sales the dealer or company selling gas- 
It will be noted that the volum«: 
of sales increases from January to July, when the 
peak is reached. and that the greatest volume of sales 
is made during the months of June, July, August, 
September and October. The first two months named 
are usually the first warm months in the year, and 
it is or has been the custom of the gas-appliance deal 


ward, where sales 


curve of 


surning appliances. 





creases one vear over an- 

| other 
| it 4 \ be rely said 
the iler who fo]- 
lov S the iveray¢ proce 
lure in selling loses more r not continuously 
idvertising and selling than he would 1f he were to 
maintain both his selling fore: his advertising 
throughout the vear. even litions were such 


that at the outset these factors seemed a 


DENSE 


dead e 


Good-will cannot be estimated and, as good sales 
men and advertising are both builders of that valu 
able asset in cut 
ting down either his salesforce or advertising Che 
salesman of the right type and training will cultivate 
a vast amount of good-will for the company employ- 
ing him, as will the paid advertisement in 
papers and that sent direct by mail. 


the dealer makes a great mistak« 


the news 


The Results Desired 


lhe dealer or company selling 
ances is desirous of reaching the 


household appli- 
createst number of 
prospects, securing the maximum sales results in the 
shortest possible length of time at a minimum of ex- 
pense and with the least effort on the part of their 
who does this best will 


salesforee. Vhe merchant 














120 


AMERICAN GAS JOURNAL 


November 5, 1921 









DECEMBER 





WA. AF, 
Straight Line Represents Ideal Volume 


employ all the modern methods which he can com 
mand; he will plan his selling effort in such a man- 
ner as to co-ordinate each phase of the selling plan. 

Advertising will be planned in such a way as to 
introduce the appliances he is featuring from time to 
time by advertising the service the appliance is ca- 
pable of rendering, and which will include both the 
use of newspapers and direct by mail matter, both 
being designed and written to secure attention and 
create desire. The direct by mail advertising will be 
in the form of letters with inserts of a descriptive 
nature, folders setting forth the special features the 
prospect may wish to know regarding the appliance 
and the service it will render, while the newspaper 
advertisements will be of a more general nature. 
simply setting forth the advantages of possessing the 
appliances from the standpoint of service. 

lhe newspaper advertising will come first and will 
be closely followed by the direct by mail pieces to a 
picked list, which in turn will be followed up imme- 
diately by the salesforce. 


The Mailing List 


The mailing list should not be so large that it cov 
ers every home or industrial establishment in the city, 
as the case may be, but only of such size that it con- 
tains enough names to keep the sales force busy, “on 
its toes,” for periods of about thirty days, and even 
a list of this kind must be handled with great car 
and at no time should the number of pieces mailed 
be more than the salesforce can visit within at least 
two days after the mailing has been made. It is much 
better to mail out but 100 letters or cards at a mail- 
ing and follow them up at once than to “flood the 
town,” create wide interest and not be able to reach 
at once those interested. 

Asa rule, people will do without a thing for a year 
or more, but once a real desire for possession ts cre 
ated and a decision made to purchase it must be sat- 
isfied at once: in short, no matter how long they may 
have thought about the thing, they don’t want it un- 
til they want it and then they want it at once—yester- 
day, as it were—and if the salesman is not at hand 
to secure their signature on the dotted line. it often 
happens that something else attracts their attention 
and the desire for the particular appliance is lost, as 
well as is the sale, while, on the other hand, when the 
salesman is able to follow up closely the newspaper 
and direct mail advertising appeals, those appealed to 


are in a more receptive mind and purchase more 
readily. 

Where mailings have been made to a list of pros- 
pects and salesman is unable to make a personal visit 
to the homes he will do well to go over his list and 
call up those circularized, but upon whom he is un- 
able to-cal!, on the telephone, asking that he be per- 
mitted to send the appliance being featured to their 
homes for demonstration or, if he has at any time 
previously, interviewed them regarding the appli- 
ance, if he may have their order at this time. 

The results of such ettorts, if properly planned and 
consistently and continuously carried out. will w'th- 
out doubt produce results that will more than com- 
pensate the dealer Say what you will, in fair times 
or foul, selling will sell if planned and fellowed out 
properly. 


The Advertising 


The local newspaper advertising, as well as all di- 
rect by mail advertising. must be prepared with care. 
It should be remembered that vou are writing sorne- 
thing for the purpose of securing interest of your 
town’s people in a particular appliance, that the only 
possible reason they may be interested in the appli- 
ance, in the final analysis, may be based upon “what 
it will do for them’’—what service it is capable of 
rendering that they need or desire. Therefore, the 
thought uppermost in your mind at the time you are 
preparing your advertising should be “service.” If 
you are featuring an automatic water heater or a 
storage water heater you will talk hot-water service. 
You will point out what hot-water service really is, 
why it should be a feature of every home; you would 
explain that the gas-fired automatic water heater is 
the appliance to render this service, you might pos- 
sibly mention price and say something about con- 
sumption, but big, dominating, feature should be 
hot-water service and the fact that the automatic gas- 
fired water heater is the means to that end. Drive 
this fact home. ‘Tell the truth about hot-water ser- 
vice and you will sell water heaters. 

Do not spend your money for announcements. 
This is the dav when it is folly to buy good space 




















and fill it up with, “See the ————— eas water heat 
er; hot water at every spigot. Price installed ——. 
Let us send our salesman to see you.” You have to 
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Where Your Seed Will Fall 
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be a “go getter.” Don’t ask if you can, but go; tell open flow of the wells obtained is about one-third of 


vour story, and tell it in your advertising as well 

lhe same is true of direct advertising matter: It is 
waste of everybody's time and your money to send 
out toa large list of people, whom you may believe 
may be interested and should purchase space heaters, 
a form letter saying that you have just received a 
large shipment of Black gas heaters which you are 
selling at $6.50 and which consume but 30 cents’ 
worth of gas. That may have been fine when goods 
were purchased, but to-day is another day; goods 
must be sold. Go after those you think may be in- 
terested with the spirit of service Say you make 
your form letter look and read something like this: 


B-R-R-R 
The 


R-R! 


sudden change in the weather! 


25% Names of 
7) 





Live Prospeci's 


For Intensive 
Ciutivatiora 


35% Elimunated 
Have Appliance or 
Will not hurchase 








40% Non-Consumers 


DIRECT-8¥-MAIL — 











W. AST. 


The Direct Hit 


feel- 


anges 


A most uncomfortable feeling, this chilly 
ing we all experience when these sudden cl 
occur. 


But nowadavs, with a —-— - gas heater, it’s 
not necessary to sit huddled up on chilly eve- 
nings. With this wonderful heater in your home 
you are always prepared for sudden changes. 
You will find it very convenient te be able to 
make the bathroom ‘as warm as toast” without 
firing the furnace—or to warm the breakfast 
room. 

Aside from the great labor-saving features, it 
costs so little to operate a ————— gas heater 
that vov cannot aflord to be without one or more. 

A demonstration will convince yon that it is 
necessary to vour comfort. Call to-day and let 


us show vou 
Yours for comfort 
Tue Brack GAs CoMPAN’ 


Cost of Delivery and Senian of Natural Gas 


Make Increase Necessary 
In commenting upon the necessity for an increase 
in the natural gas rates at this time, A. W. Thom] 
son, president of the Philadelphia Company and a 
filiated companies, says: 
“It is costing the natural gas companies twice as 


) 
2 


much to drill wells now as it did in 1916 and the cost 
of transportation is increasing each year due to the 
smaller 


wells and reduced pressure. The average 


what :t was then, and natural gas purchased in the 
held is costing five times what it did in 1916. As gas 
pressures go down at the wells the capacity of com 

pressing stations must be increased, and the hors 

power necessary to deliver 1,000 cu. ft. of gas to our 
consumers has 5O per cent since 1915. 
The Equitable Company is operating twenty 

three compressing stations to maintain adequate sup- 
plies of natural gas to Pittsburgh and vicinity, 
about ten of these stations have a capacity of more 
than 5,000 h.p. 


incrcased over! 


(jas 
anc 
each. 

Delivery Cost High 


“The Equitable Gas Company is paying $500,000 
a year royalty on wells from which it takes practi 
cally no gas during the summer but which are needed 
to meet the demand of the domestic consumers in 
winter. The Equitable Gas Company is also paying 
approximately $250,000 each year to maintain un 
drilled acreage which is being he!d in reserve for the 
benefit of the domestic consumer. The natural gas 
business is unlike any other business, as the cost of 
delivering gas to the 
idly as the fields are being depleted and as pressures 
of wells go down. The Equitable Gas Company has 
only been able to delay increase in the 
ts domestic consumers owing to the very 
dustrial consumption in summer for war uses 
condition prevailed even through 1920. 


consumers increases very rap- 


cost of vas 
large in 
This 
Industrial 
consumption has now largely gone to the fuels, owing 
in large part to the fact that during periods of low 
temperature in the winter this use of gas has been 
denied to industries that it might be available for do- 
mestic consumers. 

“Everyone can appreciate the fact that no plant 
can remain successful when it is used for only four 
months in the year at any point approaching the ca- 
pacity for which it was built. This is the situation 
of the gas companies. Last year there were only five 
days when the total capacity of the plant was re 
quired for the use of its domestic consumers, and on 
these days the supply for industrial users was cur 


tailed and cut off for the benefit of the domestic 
users. 
Natural Gas Scarce 
“Tf all of the expense of maintaining a sufficient 


supply of natural gas for the maximum demand of 


the domestic consumers had to be met bv the domes 
f industrial the 


14 1 


gas would have to be well above S1 pei 


1 


tic consumers without help « 
rate for such 
1.000 cu. ft. The average domestic con 


the advance in price asl 


wsers 


uitable Gas Company S50 per ve 


d will amount to an averag 
of S5 per year for each consumer, provided they do 
not decrease their demand, which thev will undoubt 
edly do. Natural gas is becoming too scarce to pro 
vide adecuate supplies for the maximum demand fot 


. 2 

main house heating in furnaces built for coal. Natu- 
ral gas is invaluable for cooking and water heating 
and in order to maintain sufficient supplies for thes« 
vital purposes it is necessary that the gas company 
should be given sufficient revenue to continue explor 
ing new fields, drilling wells, increasing compressor 
station capacity, maintaining transportation lines and 
rendering a real service to its consumers and to th 
great district it aims to serve.” 
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Warm-Air House Heating’ 


Great Progress Made Recently in Construction of Gas Heating Appliances 


By JOSEPH B. SMITH 


lhe necessity for artificial heat depends to a great 
extent upon the climate, but to a certain extent on 
the customs or habits of.the people. On the Pacific 
are fortunate in having a mild climate, 
which makes it much easier to sell gas for heating 
purposes than it is to get the heating business in 
sections where the winters are long and severe and 
the price of solid fuel is much lower than it 1s here. 
\Vithin the past few years great progress has been 
made in the manufacture and introduction of scien- 
tifically constructed gas heating appliances. Most 
of the objectionable features have been removed and 
gas heating is now being specified by many of the 
architects and builders, and is being sold and in- 
stalled by the leading plumbing and heating firms. 


(oast we 


The industry connected with the manufacture and 
installation of the various systems for warming ts a 
great one and gives employment to many thousand 
workmen. ‘The manufacture of heating apparatus is 
not only of great magnitude but it is varied in na 
ture; all kinds of apparatus for heating, as, for in- 
stance, the open fireplace built at the base of a brick 
chimney. the cast-iron stove with its unsightly pip- 
ing, the furnace and appliances for warming air, ap- 
paratus for heating by steam and also by hot water, 
can be readily bought on the market in almost every 
form, from that of the simplest to that of the most 
complicated design. 

Heat is recognized by a bodily sensation, that of 
feeling, by means of which we are able to determine 
roughly by comparison that one body is warmer or 
colder than another. From a scientific standpoint, 
heat is a peculiar form of energy, similar in many re- 
spects to electricity or light, and is capable, under 
conditions, of being reduced into either of 
the above or into mechanical Heat has two 


favorable 


work 


ualities which correspond in a general way to in 
tensity on the one hand and quantity on the other 
The intensity of heat is termed temperature—this 


can be measured by a the while the quan 
titv of heat is termed the British thermal unit, called 
the thermal unit or the B.t.u., and is the amount of 
heat required to raise 1 lb. of water 1 deg. Fahr. In 
estimating heating we use the term B.t.u., and to find 
the amount of radiation determine the 


rmometer ; 


required we 


B.t.u. lost through glass, floors, walls, ete \s the 
tables for estimating these heat losses, as well as 
lists of consumers and their current bills, are easily 


and familiar to most of us, the time and 
for their repetition have been eliminated 

The title of this paper is “Warm-Air House Heat- 
ing,” and the contents will be confined to this subject 
without referring to other forms of heating or any 
particular makes of hot-air furnaces. 

The method of heating with hot air, as usually 
practised, consists first in installing a heater, termed 
a furnace, which is connected to the external air by 


accessible 


space 


Paper read at Pacific Coast Gas Association 


meeting. 


a flue leading to it and to the various rooms to be 
heated by small flues leading from the upper part. 
In operation the cold air is drawn from the outside, 
is warmed by coming in contact with the heated sur- 
faces of the furnace, and is discharged through the 
proper flues or pipes to the various rooms. ‘lhe ra- 
pidity of circulation depends entirely upon the tem- 
perature to which the air is heated and the height of 
the flue through which it passes. In order that a 
system of circulation may be complete, flues should 
be provided for the cooler air from the room to be 
heated. 

In order that the hot-air system should be satis- 
factory in every respect, the furnace should be suffi 
ciently large and the ratio of heating surface such 
that a large quantity of air may be heated by a com 
paratively small amount rather than that a 
quantity shall be heated by a great amount. 


small 


Economy a Question of Perfect Combustion 


Regarding the economy of this or any other sys 
tem of indirect heating, it is simply a question ot 
perfect combustion and relative wastes of heat. Ii 
the fuel is perfectly burned and all the heat which is 
given off is usefully applied, the system is perfect 
The waste of heat in any system of combustion is 
that due to loss in radiation and escape of hot gases 
into the chimney. If the furnace is properly encased 
and if the hot-air pipes are well covered, there is no 
reason why from imperfect and 
from radiation should not be a minimum. 

The air supply for the furnace is usually obtained 
by the construction of a passageway or duct of wood 
metal or masonry leading from the 
outside air. This duct or pipe i 
cold-air box and is often 


combustion 


losses 


furnace to the 
is usually termed the 
constructed of wood In 
all cases there should be a screen over the outer end 
to keep out vegetable matter or and doors 
should be arranged so that it can be cleaned peri- 
odically \ damper is usually desirable, arranged so 
that it can be partly or entirely opened to regulate 
the admission of the cold air. The cold-air box 
should be made perfectly tight and in a workmanlike 
manner, so that air cannot escape into or be drawn 
from the cellar or basement. This cold-air box should 
be proportioned to equal SO to 100 per cent of the 
sum of the areas of the various stacks 


vermin, 


Obtaining a Downward Air Current 


By connecting the cold-air box with the hall floor 
or the lower portion of a passage communicating 
with all rooms of the building and closing outside 
connections, a downward current of air 


will pass 


from the rooms to the furnace which, being warmer 
than the outside air, will aid materially in heating 
Such a connection, if properly made and used with 
judgment, may be of great service in reducing the 
cost of operation without seriously affecting the ven 
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tilation. Such a system if elected, however, should 
be supplied with devices to prevent overheating and 
arranged so that cold air can be drawn from outside 
of the building whenever desired. 

The furnace should be placed in an approximately 
central position with reference to the rooms to be 
heated, in order to equalize the distribution.of heat. 

A great asset in the operation of a gas furnace is 
the automatic control devise whereby the gas can be 
turned on automatically and a desired temperature 
maintained. Of course, in using this installation a 
pilot is continually burned. 

In the systems of hot-air heating which have been 
described the circulation of air caused by expansion 
due to heating is a feeble force and is likely to be 
overcome by adverse wind currents, by badly pro- 
portioned pipes, or by friction, and by employing a 
fan or blower of some character for moving the air 
the circulation will be rendered positive and strong 
enough to overcome the difficulties. This system can 
be employed where power is available, and in many 
cases will be found to present an economical and sat 
isfactory system of heating, comparing well with 
any that has been devised, especially when the 
amount of ventilation provided is considered 

Vento hot-blast heating is still another svstem, 
and is used in theaters, churches, halls and other 
large buildings. The air is drawn through a filter to 
remove any dust, if necessary; thence through a 
tempering coil. It then passes through a fan, is 
then forced through a steam-heated coil. and then 
into a hot-air chamber, from which hot-air pipes lead 
to vertical flues leading to the various rooms. 





Government Ownership of Utilities Is 
Condemned at Meeting of Railway 


and Utility Commissioners 

\tlanta, Ga.—The thirty-third annual convention 
of the National Association of Railway and Public 
(tilities Commissioners, an organization having un- 
der its jurisdiction some five billion dollars’ worth of 
public utility properties throughout the country, not 
to mention the railroad properties, was held at the 
Georgian Terrace Hotel in Atlanta Tuesday to Fri- 
day, Oct. 11 to 14. The association is composed of 
the members of the several State commissions 
throughout the country. The convention in Atlanta 
was the first ever held in the South. Delegates at- 
tended from nearly every State in the Union. 

While the convention devoted its attention mainly 
to railroad and transportation problems, at the after- 
noon session the opening day a report of considerable 
interest and importance to the gas industry was ren- 
dered by the committee on public ownership and op- 
eration, in which the principle of municipal or gov- 
ernment ownership of public utilities was condemned. 

This report was based on an exhaustive inquiry 
into matters of government and private ownership, 
both in this country and abroad, and the association 
went on record as favoring privately owned and pri- 
vately operated public utilities, with the proviso that 
all such utilities be under public regulation. Striking 
instances of the failure of government and municipal 
ownership were cited in the report. 

In part the report states that “the public must be 
given fair and adequate service at a reasonable cost, 
and that the safeguarding of these essential rights of 


the people make the existence of regulatory bodies a 
real necessity. 

“Such bodies, however,’ the report continues, “at 
the same time must be sufficiently wise and fair and 
far-seeing to stand between the utility in question 
and unthinking, hasty public clamor not based upon 
full knowledge and careful thought. 

“Public utilities are subject to the same financial 
laws of operation as are private enterprises. They 
must operate successfully in order to successfully 
and adequately fulfill their duty of service to the pub- 
lic, not only in the present but in the near future. 

“This is peculiarly true at the present time, and 
for the reason that for the last five years their rev- 
enue rates did not proportionately increase with their 
rapidly increased costs of operation. 

“It therefore follows that, in order to maintain a 
‘ust, equitable balance and to even keep such utili 
ties out of bankruptcy, it is necessary to matntain 
their high rates longer than would to the layman 
seem necessary, judging by the surrounding decline 
in commod'ty prices. To follow any other policy 
would be to put such utility out of business, and to 
discontinue that service to which the public is so 
justly entitled and which is now more necessary to 
the return of the vast bulk of private business to the 
desired goal of normalcy.” 

The committee which gave this report included in 
its membership A. G. Patterson, of Alabama, chair- 
man: W. C. Bliss, of Rhode Island: R. F. Spinning, 
of Washington; H. H. Williams, of New Mexico: 
H. A. Russell, of Kansas; I. H. Porter, of Vermont, 
and James Cansler, of South Carolina. 

The report pointed out that there were only two 
elemental aspects of the question of public utilities. 
That is: (1) Publicly owned, either with public or 
private operation, and (2) privately owned and pri- 
vately operated, either with or without public regu- 
lation. 

“This committee takes the negative view as to the 
first and the affirmative as to the second ; that is, with 
public regulation.” the report stated. 

It was further pointed out that it is virtually im- 
possible to exclude politics where utilities are gov- 
ernment or municipally owned, and this subtle influ- 
ence makes municipal ownership in most cases a 
losing venture. Furthermore, it results in radical 
changes with every change of a city administration, 
another fact which proves fatal to the successful op- 
eration of municipally owned utilities. A number of 
specific cases were cited showing where tremendous 
losses have resulted in government and municipally 
owned utilities. 

Carl D. Jackson, chairman of the Board of Rail- 
road Commissioners of Wisconsin, was elected presi- 
dent of the National Association of Railway and Pub- 
lic Utilities Commissioners for the ensuing year at 
the Wednesday morning session. He succeeds James 
A. Perry, of the Georgia Railroad Commission, who 
was president of the organization during 1921. Mr. 
Jackson was formerly first vice-president 
’ Thursday’s session was devoted to committee re- 
ports, while Friday was given over mainly to enter- 
tainment. The convention adjourned after selecting 
Detroit for the meeting place in 1922. 
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Let the Real Estate Man Help 
You Advertise 

The gas company should not let 
any opportunity to advertise “get 
by.” The real estate dealer will be 
glad to meet the gas company half- 
way. In the majority of cases the 
real estate dealer will be zlad to have 
his “‘for rent” and “for sale” signs 
printed for him by the gas company, 
and in turn will permit the gas com 
pany to do a little advertising of its 
own on the signs A suvgestion for 
card is illustrated here. 

Another bit of 


the real 


advertising thar 
estate dealer will do for the 
“key cards,” 


gas company is to use 


such as illustrated here 

Use gummed tape with your ad 
vertisement on it to tie or bind up 
your package merchandise. 

Have tags printed for use on prem 
which meters have been 


Whenever the 


ises from 
meter is 


removed from a house that has been 


removed 


vacated the man who removes the 
meter should attach a tag similar to 
the one shown here to the door in 
the kitchen, leading to the basement 
or in some other place where it may 


be readily seen by the new tenant. 

















APPLY TO 





FOR RENT 


_—_—— — .. 
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THIS HOUSE IS PIPED FOR GAS. 








PREMISES 
ARE PIPED FOR 
GAS 
FURNISHED BY 
CITIZENS GAS COMPANY 

PHONE MAIN SOO 

AND METER WiLL BE 
SET & CONNECTIONS 
WILL BE MADE 
PROMPTLY 


Have the sides of your service and 
delivery trucks so constructed that 
you can use them for special adver 
tising announcements 

When you have an advertisement 
in the daily papers arrange to secure 
several copies of the advertisement 
for displays in your store and in the 
window. See that all emplovees read 
the advertisement and are generally 
familiar with all advertising that 
vou do. 


4 
ete- 
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Public Utilities Securities 


Report 


Prices of Representative Gas Bonds 


(Quotations furnished by The National City Company) 


3, 1921 
Company Issue Maturity Bid Asked 
American Lt. & Trac. Co....... Five Year 6s....... MM 1, 1925 04 95 
Brooklyn Union Gas Co........ First Consol. 5s.... Ma 1, 1945 5 87 
Columbia Gas & Elec. Co....... First 5s............ Mav 1, 1945 86 88 
Consol. Gas, Elec. Lt. & Pr. 
Co. of Baltimore........ First Ref. 74s.....D 11945 101 102 
Consol. Gas, Elec. Lt. & Pr. Co.. General 4%s.......Feb. 14. 1935 77 79 
Consol. Gas Co. of New York...Sec. Conv. 78... Fel 1,1925 103 103 
Consol. Gas Co. of New York... One Year Sec. 88s... Dec. 1,1921 100 100 
New Amsterdam Gas Co...... First Consol. 5s.... Ja: 1, 1948 73 75 
Denver Gas & Elec. Co.......... Gen. (now Ist) 5s.. May 1, 1949 79 $1 
Detroit City Gas Coé..... 000505. Ce eT 1, 1923 94 96 
Equitable Illum. Gas Lt. Co. of 
Philadelphia ............ First 5s............]Jar 1, 1928 98 101 
Hudson County Gas Co......... | ( 1, 1949 76 78 
Laclede Gas Light Co........... Ref. & Ext. 5s..... \pr 1, 1943 88 89 
Louisville Gas & Elec. Co....... First & Ref. 7s..... Jun 1, 1923 97 99 
Michigan Light Co... ...<o6sscasc First & Ref. 5s..... Mar 1, 1946 72 75 
Milwaukee Gas Light Co........ a Ma it, 1927 83 85 
Pacific Gas & Elec. Co.......... Gen. & Ref. 58..... lan 1, 1942 83 84 
Pacific Gas & Elec. Co......... Col. Tr. Conv. 7s... May 1, 1925 99 ~=+100 
Pacific Gas & Elec. Co...... ..-. First & Ref. 7s.....D« 1, 1940 10014 101 
Cal. Gas & Elec. Corp......... Unif. & Ref. 5s.....Nov 1, 1937 90 92 
Peoples’ Gas Lt. & Coke Co..... Refunding 5s.......Sept 1, 1947 78 79 
Chicago Gas Lt. & Coke Co... First 5s............ July 1, 1937 2 84 
Portland Gas & Coke Co........ First & Ref. 5s... Ta: 1, 1940 82 84 
Seattle Lighting Co........ ..... Refunding 5s....... Oct 1, 1949 69 71 
Southern California Gas Co...... POE GB a siiiianssces te 1, 1950 86 90 
United Gas Improvement Co....Two Year 8s....... Feb 1, 1923 9934 100% 
Utica Gas & Electric Co........ Ref. & Ext. 5s..... July 1, 1957 79 82 
Washington Gas Light Co.......General 5s.........) ov 1, 1960 82 83 
Western States Gas & Elec. Co. 
Gl COINOIMEE 2.0.5 ncccoes First & Ref. 5s.... June 1, 1941 78 8 





Bond Issues 

Los Angeles, Cal.—The Southern 
Sierras Power Company has asked 
the California State Railrozd Com 
mission for permission to issue and 
sell its first and refunding mortgage 
6 per cent series “B” gold bonds to 
the aggregate amount of $580,698.22 
par value at not less than 85 per cent 
of their face value. The proceeds 
are to be used in part payment of 
extensions, additions and hetterments 
amounting to $683,174.49. The com 
pany’s mortgage permits the issue of 
bonds up to 85 per cent of capital 
expenditures. The company operates 
in the counties of Inyo, Kern, San 
Bernardino, Riverside and Imperial, 


in the richest district of southern 
California. 


California Gas 
petitioned the Railroad 
Commission for permission to put 
out an additional $1,000,000 bond is 
sue. The issue which the company 
desires to otfer to the public is of its 
first and refunding mortgage 7 per 
cent thirtv-vear gold bonds. 

hese bonds the standing 
of the first mortgage it is proposed 
to issue $1,000,000 of the companv’s 
first mortgage bonds and to pledge 
them with the Union Bank & Trust 
Company, of Los Angeles, trustee 
of the refunding mortgage. 


The Southern 
Company has 


To give t 


: 
Lhe proceeds, 
plication, are t 


the treasurv of the cor 


ital expenditures 


pany fo 

pay oft float 
ng debt incurred in the construction 
of additions { 


and betterments and 
provide a fund for future extensions. 


and to 


to 


l { Power 
Corporation has been ithorized by 
the Kailroad Commission to 1 
and sell $: s unifying 
and refunding mortgage 7 per cent 
bonds and to issue and pledge with 
the trustee of this mortgage $1,422, 
first and re- 
‘ent bonds. 


=c9011e 


OO00.000 of tt 


) 


000 of its series “C” 
funding mortgage 6 per 
The bonds are to be sold at not less 
than 95 per cent of their face value 
and accrued interest It was an- 
nounced bv the y that ar- 
rangements have been made with the 
bonding house to take the issue at 
this figure. The proceeds are to be 
used to pay in part expenditures for 
capital purposes made prior to Sept. 
1 of this 
014.81. 
Included in this 
penditures for general transmission 
and distribution purposes for the 
company’s steam plant at Midway 
and its Kings Canvon and Kern 
River development. According to 
the companv’s financial statements its 
net surplus as of Aug. 31, 1921, was 


$1.496,378.24. 


Ce mpany 


year aggregating $2,860, 


amount are ex- 


General Gas Earnings 
For the months ended 
Sept. 30 the General Gas & Electric 


twelve 


Company and subsidiaries reported 
a surplus, after interest on funded 
debt of the company, including 1n- 
terest on income bonds, of $373,33: 
Net earnings totaled $2,887,904. Bal 
ance, after expenses and taxes, was 
$747,162. Operating income tor 
September totaled $269,716, com. 
pared with $213,233 in Sept., 1920. 


ConsoLIpATeED GAS Company de- 
clared the regular quarterly dividend 
of $1.75, payable Dec. 15 to stock of 
record Nov. 10. 
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Franchises Renewed 


Wichita, Kansas Gas & 
Electric Company is to be given re 
newals of both its gas and electric 
franchises, with date of expiration 
fixed at Dec. 15,1956 Word to this 
effect has been given out, both by 
City Manager Earl C. Elliott and 
Ee € Ripley, vice-president of the 
company 

For each franchise, the company 
must deposit a continuing bond of 
$20,000 to indemnify the municipal 
ity against all claims, whether for 
personal injury, damage to property, 
or otherwise. 

The rates and standard of service 
of both are to be under control of 
the governing board, as it may be 
created. 

One of the achievements of which 
Manager Elliott says he is proud is 
insertion of a clause providing that 
the company shall, within eighteen 
months from date of acceptance, ex 
pend at least $50,000 in betterments 
to the gas distribution system. 
Further, it is stipulated that such im 
provements are to be made under di 
rection of the city and in sections of 
the city where service in the past has 
been inadequate. 

The company is bound by 
terms agreed upon, to 
adequate supply of 
or artificial 
the grant; 


Kan. 


the 
furnish an 
either natural, 
gas, during the life of 
that as long as there is an 
available supply, the product must 
be natural and thereafter manufac 
tured. Further, it is stipulated that 
the compary must keep the city post- 
ed on conditions in the producing ter- 
ritory, that the latter may order a 
change to artificial gas, at any time 
it is evident that the natural supply 
shows signs of permanent failure. 


Changes in Gas Company 
Administration 


Kingston, N. Y.—Administration 
of the Kingston Gas & Electric Com- 
pany is no longer in the hands of a 
resident general manager, but is di- 
vided into three departments, each 
independent of, although co-operat- 


[ho coe RRCenI : 
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ing with, the others and 
heads responsible only to the presi 
dent and board of directors. 

Charles Lasher, a native of Dutch 
ess County but more recently a resi 
dent of Newburgh, is the new man 
ager of the commercial department 
where he has charge of all affairs of 
the company in its relations with cus 


tomers—what might be called the 
selling end of the business. Mr. 


Lasher is an aftable gentleman who 
has already made a favorable impres 
sion upon a great many persons in 
Kingston. 

Ernest R. Acker, a graduate ot 
Cornell, where he studied engineer 
ing, is the new manager of the oper 
ating department, which is in charge 
of construction, operatica and main 
tenance. Mr. Acker has been en 
gaged in construction work and was 
recently located at Ossining. 

R. L. Marchant, for a long time 
connected with the company, retains 
his position at the head of the finance 
department 


Gas Heating Plant for 
Museum 


San Francisco, Cal._-To insure 
the comfort of the thousands of vis 
itors to the M. H. de Young Memo 
rial Museum in Golden Gate Park, 
twenty-four gas furnaces, 
ten tons, are to be installed. 


weighing 


The furnaces have arrived at the 
museum and will be in operation be 
fore the cold weather sets in. Ship 
ment was made by the D. H. Mc- 
Corkle Manufacturing Company, of 
Oakland. So large and heavy were 
the furnace sets that an attempt to 
bring them across the bay on motor 
trucks aboard an automobile ferry 
was found impracticable and other 
arrangements for transportation had 
to be made. 

The furnaces are capable of heat- 
ing 20,000 cu. ft. of air a dav, which 
capacity will more than meet the 
needs of the museum. The sets will 


be installed by H. L. Eckenroth, of 
the Pacific Gas & Flectric Company. 




















ort : | 
Meh 4 ay 
HY ECKISL ER 
RK CORE 
tara) tad ish 
‘ ly 
PS TST) en, 
pil Ti 
with the Qil and Gas Commissioners 
Elected 
san Francisco, Cal. An election 


for district oi] and gas commission 
ers was held recently at the tive field 


othices ot 


the department of petro 
leum and gas. In district No. 1 R. 
\W. Stephens was elected for a term 


of three vears, and F. S. P 
T. J. Crumpton for unexpired terms 
of one year; in district No. 2 Wil 

iam Stein was elected for a term of 
three years and William M. Market 
for an unexpired term of one vear; 
in district No. 3, G Hi 
elected for a term of three vears and 
Walter Vlliott and R. R. Fishell for 
unexpired terms of one vear: in dis- 
trict No. 4 Geo. Kammerer and D. 
W. Wells were clected for terms of 
three vears and F. S. Jasper for an 
unexpired term of two years, and in 
district No. 5 B. L. Culver was elect 

ed for a term of three vears and 
Pom Fry for an unexpired term of 
two years. 


anks and 


I. Fuller was 


Utilities Apply for Bond 
Issues 

Springfield, I1l—Seven subsidiary 
companies of the Illinois Traction 
System has filed application with the 
Illinois Commission for 
permission to issue additional stocks 
and bonds. 

Bloomington and Normal Railway 
& Light Company asked authority to 

$69,000 of its first general 

mortgage bonds; $55,000 bonds se- 
cured gold notes and $73,000 pre- 
ferred stock. 

Danville Street Railroad Company 
$84,000 refunding gold bonds. 

Urbana, Champaign Railway, 
& Electric Company, $49,900 consol- 


Commerce 


issue 


( mas 


idated and _ refunding mortgage 
bonds. 
Madison County Light & Power 


$69,000 first 
$57,000 bonds 


Company 
bonds and 
cold notes. 

Galesburg Railway Lighting & 
Power Company, $400,000 consoli 
dated and refunding mortgage bonds 
and $300,000 bonds secured gold 
notes. 


mortgage 
secured 
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Are You Wasting Gas? 


It has been found by the LU. 5. 
bureau of Standards that a great 
many natural gas burners in use at 
present are being operated at an 
efficiency as low as 6 per cent, but 
that with a slight change in con- 
struction or adjustment of the 
burner and stove it is possible to 
obtain an efficiency of as high as 50 
per cent, which means a sevenfold 
increase in efficiency. The Bureau 
finds that each domestic consumer 
wastes on the average at least 5,000 
cu. ft. of natural gas per month 
through faulty and improperly con- 
structed appliances. Also, that 
some types of water heaters are 
known to consume more gas in a 
day than they would require in a 
month if efficiently designed. 

The Bureau asks: “Are you one 
of them? Are you paying money 
for gas that you burn but do not 
use’ Would you like to know how 
to adjust your burners? Do you 
know that natural gas burners give 
better service if adjusted for low 
pressure? How are you going to 
get the potatoes done for dinner 
next winter when the pressure goes 
down?” 

The conclusions of the Bureau 
of Standards, with full instructions, 
illustrated with pictures, on how 
to make gas burners give the best 
results at high and low pressure 
will be sent free to anyone request- 
ing a copy. 


Water Gas Apparatus in Cuba 


The modern plant of the Havana 
Railway Light & Power Company 
is more than usually busy these 
days, during the period of con- 
struction of the new eleven-foot 
water gas set and other equipment 
which are being installed there by 
the Western Gas Contraction Com- 
pany. The new machine is being 
equipped with hydraulic cylinders 
to control all important valves, 
which will be handled from a cen- 
tral operating station located con- 
veniently to the gauge board, oil 
meter and other controls. 

One end of the water gas build 
ing had to be completely torn out 
and an extension built of structural 
steel, with tile roof. before room 
could be made for the new set. We 
are told that erection work on both 
the building and the set are going 
forward practically at the same 
time. 

The \Vestern Gas Construction 
Company, who are handling this 
installation, are also putting up a 


modern, overhead, coal storage bin 
with mechanical means of handling 
the fuel and convenient extension 
of the operating floor to bring in 
the fuel from the bottom of the 
bin, to serve any of the sets in the 
building. At the top of the fuel 
bin they are installing a grizzly to 
separate the fines from the genera 
tor fuel, sending the fines down to 

pocket near the ground wher¢ 
they can be removed and used in, 
the boiler plant. 





Gas Case Under Advisement 


Washington, D. C.—The Su- 
preme Court has taken under ad- 
visement a request of the city of 
Springfield, Ill., asking extension 
of the time in which to file briefs 
and argument in the case brought 
against it in the Supreme Court by 
the Springfield Gas & Electric 
Company. The case involves ap- 
plication of the Illinois public util- 
ities act and is set for a hearing 
before the court. 





Production Doubled in Decade 


Seattle, Wash—In a handsome 
brochure published by Cyrus Peirce 
& Co., investment bankers, Seattle 
and San Francisco, the tremendous 
growth in the use of gas in Califor 
nia is shown in a striking way, the 
development of the industry espe 
cially in southern California being 
described, including the districts 
where natural gas is available as a 
source of supply. The brochure is 
filled with statistics of especially 
valuable interest to security holders 
of California utility corporation 
stock, both gas and electric. 

Taking the reports of only two otf 
the larger gas producing corporations 
as an illustration, it is shown that in 
the past decade the use of the fuel 
has increased many fold. The South 
ern California Gas Company sold 
316,004,000 cu. ft. in 1910, while iz 
1920 the utput was 8,325,188.900 
cu. ft. The Pacific Gas & Electric 
Company sold 6,187,583000 cu. ft. 
in 1911 and in 1921, the aggregate 
will be more than double the former 
production Development of the 
fields of southern Cali 
fornia in the past ten vears is de 
scribed in detail 


natural ga 


Tie Cotumspra Gas & ELecrtric 
Company has declared 1™% per cent 
quarterly 


Utilities Must Advance 

‘A public utility cannot stand 
still—it must either advance or go 
backward. To advance it must 
procure capital cheaply or on fair 
terms in order to finance its under 
taking and meet demands for larger 
and better service The constant 
clamour raised against public 
service corporations undoubtedly 
makes this financing more difficult 
and will continue to do so, until 
the public or the customer of the 
utility comes to realize that it re 
acts upon the customer and has ev 
erywhere had the effect of caus- 
ing the man with capital to look 
askance upon public utility invest 
ments and securities. The more 
unattractive the investment is made 
to appear the greater the induce- 
ment or premium which has to be 
offered. 

“Such increased premium must 
sooner or later be reflected in rates 
and ultimately the constituency 
which by its hostility and criticism 
made the securities of the utility 
unattractive to the investor is itself 
called upon to pay either by sub 
mitting to service incomplete and 
unsatisfactory, if capital expendi 
tures are not made, or in the in 
creased outlay or premium for cap 
ital obtained and expended. 

“Realizing that the progress and 
success of a community is closely 
interwoven with the manner in 
which the public utilities perform 
their functions, and knowing full 
well that the class of service fur- 
nished must, under the present sys 
tem of regulation and control, de 
pend upon what the utility is per 
mitted to earn, the board has en 
deavored, during this difficult and 
uncertain period, to compel such 
service and to fix therefor such 
rates as would be fair and tust alike 
to the utilities and their custom 
ers.’—From 1920 Report of Board 
of Commissioners of Public Util 
ties of Nova Scotia. 


Keep Moving 
When some one stops advertising 
Some one stops buying 
\When some one stops buying 
Some one stops selling. 
When some one stops selling 
Some one stops making 
When some one stops making, 
Some one stops earning. 
\When every one stops earning, 
Every one stops buying 
Then the bread line—and no bread 
Don’t block the traffic—_keep moving 
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Gas Company’s Earning 


Position 
Baltimore \Id Consolidated 
(gas, I:lectric Light & Power does 
the entire gas, electric light and pow 
er business in the city of Laltimore 


y under a perpetual chat 
ter Not only are the company’s 
franchises unlimited as to time, but 
is pro further fran 
Chise Can be granted to 
vithou 


e Lon 


vided that no 
other 
consent of the Pub 
lission of the State. 


supplies all of the 


any 


he company 
power for operation of the entire 
Baltimore 
tory Net 


earnings have been sufticient to cover 


street ral way system in 


“yr 
and the surrounding ter1 


all hxed charges ibout twice each 
year tor a long period, and in no 
year since 1911 have the fixed 

: é > - cis 
charges been earned less than 1.75 
times Fixed charges were earned 


more that 


the pel iod 


twice each year during 
1916-1920. Reports indi 
cate that the above good showing was 


made under gas and electric rates 
which have been and still are well 


below those in any other city on the 
Atlantic seaboard. Effective July 1, 
1921, the commission granted the 
company an increase of 17 cents per 
thousand cubic feet in the net max 
imum rate for gas. Bond investors 
have an outpost of safety in the fully 
earned common dividend, which has 
not been omitted since 1910, and 
which is now being paid at the rate 
of 8 per cent on stock outstanding at 
$14,608,700. After meeting fixed 
charges and dividend requirements 
the company has shown a comfort- 
able surplus annually for a long pe- 
riod of years. Consolidated’s prop- 
erty and investments on the last bal 
ance sheet were carried at 359,418,- 
972, and the present total funded 
debt, including the newly issued $9.- 
000,000 loan. is $57.776.100 


Improvements Ordered at 
Hearing Under Way 

Bellingham, Wash.—City Attor 
torney T. D. J. Healy has been ad 
vised by the State Department of 
Public Works that Harry B. Sewall, 
manager of the Puget Sound Power 
& Light Company, has reported to 
the department that progress is be- 
ing made in carrying forward the 
improvement ordered by the depart- 
ment in the distribution system of the 
company’s gas plant, as ordered at 
a recent hearing on rates. Writing to 
Director FE. V. Kuykendall, of the 
State Department, Manager Sewall 
reported as follows: 


} 1 
lo date, all valves and appliances 
have e Cll ordered and have peen 
} 
shipped or are in process of manu 
’ ] 1] ’ 
facture Sand GArawtill e pe 
1 } } ‘ 
l i) ed completion and some 
2 Ii sol hy the 1 1111 ¢ j | 
Stree tro he joming 1 ! s 
1 ] ] ] ; rt } } oO 
een Gone ada elorts are “ 4 
‘ a : 
mack (> Cf ! ne tt Ol 1 1 
] \ ri + “1 ] 
ie Ve earnest Ss le (| 


To Fight Rate Increase 

\ltoona, Pa The city 
Altoona, Pa. 
protest against the proposed increase 
in rates to be 


council ot 


has decided lo tile a 


put into effect Nov. 15 

by the Peoples Natural Gas Cor 

pany of Pittsburgh 

tiled by the company 
( 


The new rate 
with the Publi 
Harrisburg, 


the present rate from 


Service Commission at 
Pa., increases 
50 to 60 cents per thousand cubic 
feet on domesti 
a discount of three cents per thou 
sand cubic feet for prompt payment 
of bills. I 
charge of Sl per month per mete 

In the franchise granted to the 
company it is stipulated that the 
charge for gas shall never be higher 
than 50 cents per thousand cubic feet 


consumption, less 


] ; . waé¢mMmiuin 
alisO « sks ror a minimum 


and the contention now is that the 
new rates would be a violation of 
that contract. The Altoona Cham 


ber of Commerce has asked the gas 
company for information on which 
the new rates are based with the iri 
tention of alse filing a protest. 


New Street Lights 

Worcester, Mass.— Alderman Olof 
F. Ohlson, chairman of the city coun- 
cil committee on street lighting, was 
authorized by the committee on Nov. 
7 or 14 to present orders to the city 
council for installing addditional and 
new lights on twenty-six city streets. 
The committee action was taken fol- 
lowing a viewing tour last week with 
Henry A. Knight, superintendent of 
street lighting, as advisor. 

Spencer, Mass.—Five street lights 
will be installed from Mose Hill 
Farm to the Leicester line, according 
10 a statement of Charles M. Durell, 
business manager of the Spencar Gas 
Company. A house lighting system 
also will be provided for under the 
new arrangements. Residents of the 
east part of the town have sought 
street lights for two years. The town 
of Leicester has extended street 
lights to the Spencer line. When the 
new lights are in, the road between 
Spencer and Leicester Center will be 
well lighted. 


To Vote on Gas Question 


‘ i . ‘ee 
I] Centro, ‘ al Residents of this 
city are to have the opportunity in 
the near future te say whether or not 
they desire OF system ine otate 
, | 
JX iT cad «es ts ] ( a 
appl 1 of the Interstate Gas 
1} 
Col pany to n ordet uth n 
he 1SS ce OL stoc k nd mds nd 
the pur se ot prop ) erly 
ee ee rer ee ee rea 
owned and ope ed V tine mperiai 
Valley Gas Company. 


Adding to Plant 
Montreal, 


nounced 


Canada.—Plans are an- 
whereby the Eugene F. 
Phillips Electrical Works, Ltd., of 


Montreal, large manufacturers of 


g I 

copper electric wire, will erect a 
plant at Brockville, at a cost of $3, 
000,000, utilizing 3,000 electrical 


and 


he yrse pe wer 
hands. 


employing 603 
The Semet-Solvay Company plans 
to erect a gas and coke oven plant at 
Hamilton next 
of $3,000,000. 
It is reported a strong United 
States interest is in the two concerns. 


spring at a cost also 


Company Must Furnish Gas 

Albany, N. Y.—The Public Ser 
vice Commission has directed that, 
upon payment of $1,000 by Joseph 
Vet and other residents of William 


Street, Mechanicsville, N. Y., the 
Halfmoon Light, Heat & Power 


Company of that city install service 
mains in William Street and furnish 
gas to applicants. It is understood 
the amount petitioners are required 
to pay is about 40 per cent of the 
total cost to the company 


New Gas Apparatus at Salt 
Lake City 


The Utah Gas & Coke Company 
has taken over and is now using the 
new water gas apparatus recently fin- 
ished for them by the Western Gas 
Construction Company. This new 
equipment included a_ high-speed 
blower, also gas reversing valves of 
the latest type. The new equipment 
is so arranged and connected into 
the present set as to practically give 
them a spare generator, enabling 
them to run continuously when either 
generator is shut down for relining 


THE Cororapo Gas ComPANy has 
declared its regular quarterly divi- 
dend. 


























AMERICAN GAS JOURNAL 





November 5, 1921 129 
New Sliding Scale for Iron method to insure employees and thei Gas Plant Additions 
ws =f 
families 1 service at all time 
Workers Cuts Wages "hia - ervice at n a a oe ey ene ae ae 
nis cor ) its vi Os ) ! ’ I iG | 
It has been announced at Youngs s lea indone e € gas rage re 
town, Ohio, that under the national — f, { the healil € nere N 
akan ieee! Deceslge ntl Ml ee | Gas & El é 
Iron Association and the Amalga tht iement ’ ( ut 
mM ted Associati 1] ot Iron steel ind cle b he 1) nie Ss intere er OOM 11 Ing it | ( 
lin Workers, iron puddlers and fin 11 the e] ( tne en al d 0 ‘ l nk reat : 
ishers are given a further reduction. ho 1 | ( ) ble 1 ’ re )é ‘ ( . 
he new sé ile being a new lou level me prote 7] t] e thon rh s buil ) 1c \ {a ( 
of the industry since pre-war times. that lee sucgestior ea ict Comp 
Puddling, which at the: last settle ort] idering 7 
ment was fixed at $9.12 per ton, is \ppleton, \W The \V onsin 
now $8 3 a ton The new wage Fraction, Light, Ele | Com 
scale is said to be based pon the pany nave ect ) ce 
ee Sea one ton £ : 
sellin Price of iron alle ! ! 1 ( ng 
i ale ta te tee a Plan to Protest Rate Increase "¢W plan! « ting of 
» »>TO « ‘ per pouns é ne yuirinie t ( i ters 
Beave | Be er Valle be bens } ] 
: 1new conta ( mn the é ( } cle 
a etermine Within ‘ together with nside le inve 
- _ davs \ r ( 1 tormal protes <0" } ly nh \ ] 
Health Nursing Service “big te eee ot Toma’ Protest ment of the yard piping his 
~ . 5 © Ge aGalMst tHe } JPOreqg > WMaritws Ww ec installed for then 
\nother of the many helps given 4, ; eaten Ciuke oo ee aurea em 
7 . | } 4 ya | a6 ¢ ; ie Spee sa i Dy the Westert (sas nstruction 
to employees by the Philadelphia & Heat ( of Pittsburgh, Pa. ¢@ 
; et deca ea ompany 
( ompany and affiliated corporations The borough councils of the terri ee 
is one worthy of comment. An agree tory served bv the Manufacturers 
ment made between the Philadelphia Light & Heat Company, including 


Company and the Public Health 
Nursing Association makes available 
to all employees and their families, 
the splendid facilities and benefits 
of the Nursing Association at a 
minimum expense and in_ special 
cases where the conditions warrant 
it, at no expense. The facilities of 
the Public Health Nursing Associa 
tion includes the services of seventy 
trained nurses, the best nursing ser 
vice in Pittsburgh thus being avail 
able at the call of the Philadelphia 
Company employees. 

Skilled nursing care and advice is 
given by nurses of the association to 
the sick in their homes, all first vis 
its of the nurses being made without 
charge and subsequent visits either 
as arranged between the emplovee 
and the association, or. where the oc 
casion or circumstances warrant it, 
made without cost to the employee 
General nursing advice may be se- 
cured at all times, including informa 
tion as to the care of the sick, prep 
aration of food and care of children. 

To some this may not appear as 
valuable a service to emplovees as it 
really is, but to those who have had 
trouble in locating and obtaining the 
services of a good nurse instantly 
when most needed. such arrange- 
ment means much. It is a source of 
comfort to employees to know that 
in time of need they can secure a 
nurse at once with a minimum of ex- 
pense. And nothing unfits one as 
does the inability to find a nurse 
when urgently needed| 

While the plan is not a charity ar- 
rangement, it is a precautionary 


\liquippa, Ambridge, Monaca, Tree 
dom and Rochester Boroughs, will 
take up the matter at early mee ting 
named boroughs have a 


he above 
‘ead consideration to the 


ready P1IVell 


~ 
1] 


owing a meeting in Bea 
ver, Pa., last week at which time 
President T. J. Gregory and Super 
intendent Harry Quay, of the Man 
ufacturers Light & Heat Company, 
explained why the increase in rate 


matter, f 


is necessary. 


Accusation Made by Utilities 
Official 
John E 


. Benton, counsel for the 
National Association of Public Util 
ities Commissioners, appearing be 
fore the Interstate Commerce Com 
mittee of the Senate at Washington, 
accused the railroads of deliberately 
attempting to wreck State laws and 
commissions for regulating railroads 
Mr. Benton, appearing in favor of a 
pending bill giving States complete 
control over intrastate rates. argued 
for the restoration of a three-cent 
rate as the one means of permitting 
a maximum flow of passenger traffic. 


New Gas Holder 
Traverse City, Mich.—A new gas 
holder is to be built for the Traverse 
City Gas Company. This will have 
a capacity of 100,000 cu. ft. of gas 
and will be built of the two-lift tvpe 
in steel tank. Contract for this hold 
r has been placed with the Western 

Gas Construction Company. 


Gas Valuation Is Protested 


Lima, Ohio.—Protesting a valua 
ion of $1,310,529, fixed by the State 
Utilities Commission as a basis for 
adjusting rate to be charged consum 
ers here for natural gas by the Lima 

roted 
$1,600 for the employment of ex 
perts to check up the value of the 
gas company property. The com 
pany fixed a valuation of $1,955,237, 
which was reduced by the utilities 
board and still held by the citv to 
be too high 


Natural Gas Company, council 


Massachusetts Gas Sends 
Letter 


Boston, Mass.—President J. L. 
Richards has issued a circular to the 
shareholders of the Massachusetts 
Gas Companies outlining the effects 
of the general business depression 
upon their earnings which accounts 
for the reduction in the quarterly 
dividends of 114 per cent on the com 
mon stock, payable to-day Gor 
nearly four years the rate has been 
7 per cent. Mr. Richards states that 
in order to pav even the reduced rate 
of dividends, it was necessary to use 
$800,000 from a special fund and 
also to draw upon surplus. He adds 
that the companv is in a position to 
make further deductions from sur 
plus in order to maintain the 5 per 
cent dividend during the coming 
year. He says that the falling off in 
the earnings was due chiefly to de- 
pression in the company’s shipping 
and ceal business 


a 
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Every Claim of Gas Company 
Substantiated 

Providence, R. I.—Complete vin- 
dication of the Providence Gaas Com- 
pany is contained in the report of 
\lfred E. Forstall, New York engi- 
ner, who was hired by the city coun- 
cil to determine whether or not the 
company was efficiently managed and 
referee matters in dispute between 
th city and the company. 

This means that the city will drop 
its dispute with the gas company at 
once, 

Mayor Gainer, in a statement, said 
that the incident is closed for the 
present, and entirely, so far as the 
past is concerned. 

Mr. Forstall, in a comprehensive 
report, which will go to the city coun- 
cil in the near future, says: 

That the management of the com- 
pany in the manufacture and distri- 
bution of gas is efficient in every way. 

That the abandonment of the ver- 
tical retort plant in 1919 was good 
business judgment. 

That it was prudence on the part 
of the company to install the new big 
coke oven plants for gas manufac- 
ture. 

That the cost of return on the cap- 
ital invested in the company is not 
excessive. 

That the 510 B.t.u. standard of 
quality now existing in Providence 
is more economical than the former 
higher standard. 

That the service charge is fair and 
justifiable. 

That the manufacture and sale of 
by-products of the company is effi- 
ciently and prudently conducted. 

That, for these reasons, the verbal 
contract entered into between the city 
and the company in May of this vear, 
whereby the company agrees not to 
increase rates and the citv agrees not 
to attack existing rates, allowing the 
company to recoup losses in divi 
dends is a fair agreement. 

The report was made public after 
the citv council lights committee had 
been in session nearly all day with 
Mr. Forstall, Public Service Engi- 
neer Ralph W. Faton and City So- 
licitor Flmer S. Chace. 

Mr. Forstall’s conclusions were in 
accord with those drawn months ago 
by Public Service Fingineer Eaton, 
relative to efficiency, cost production, 
rates and the service charge. 

The manufacturing results ob 
tained, the cost of getting gas from 
the holder to the burner of the con 
sumer, the report savs, and the con- 
tracts entered into for manufactur- 
ing, show efficient management and 


operation. A complete analysis of 
these and other conclusions is con 
tained in the report. 

Relative to the scrapping of the 
vertical retort plant, the expert finds 
that the increased cost per thousand 
cubic feet to the consumer is not 
more than one and one-third cents to 
carry this loss which, he says, was 
necessary. 

In reckoning the portion of the 
price of gas which must go to pay 
dividends, he says, one must consider 
all the property either actually in use 
or built for future needs. It must 
also be determined whether there is 
sufficient liability of the future need 
to have warranted the construction 
of extra facilities. He finds that the 
big coke oven plant, which is mainly 
the cause of a higher price in Prov- 
idence just at the present time, and 
which in part provides for future 
needs of a growing community, was 
required. He says it was good bus 
iness judgment to build it and that 
the cost of it gradually will be elimi 
nated. 


the 


‘ 


He says, relative to present 
standard of quality that “a standard 
higher than 510 B.t.u. per cubic foot 
would not be worth its additional 
cost in Providence.” 

He finds, relative to the service 
charge, that it is the most equitable 
system and says that an analysis of 
costs of this class of service in Prov 
idence shows that 1! actually costs the 
company more than $6 a year to 
maintain it. 

Mavor Gainer, after reviewing the 
findings contained in the report, said 
that: 

“Mr. Forstall finds that the Provi- 
dence Gas Company during the pe- 
riod of his study has been efficiently 
managed. I feel that Mr. Forstall 
has approached the study of this 
question in an unbiased manner and 
there is nothing for us to do but to 
take his findings. We have an agree 
ment with the gas company that the 
present rates will continue until the 
deficit that has been accumulating 
during the present year is wiped out. 
It must be our purpose to see that 
that deficit is eliminated at the earli 
est moment.’ 


Gas Mains Extended 


Bluff, Cal Preliminary 
work on five miles of extension to the 
gas distributing svstem of Red Bluff 
is under way. The work i 
done by the Pacific Gas & 
Company. 


Red 


is being 
Electric 


Chairman of Public Service 
Commission 

Charles E. Gurney, president ot 
the Maine Senate, which carries the 
unofficial title of Lieutenant Gover 
nor, has been nominated by Governor 
Baxter to be chairman of the Public 
Utilities Commission. He will accept 
if the council will confirm him, 
something it refused four times to 
do after repeated nominations of 
Howard Davies, of Yarmouth There 
is a strong indication that this latest 
nomination will be contirmed. Mr. 
Gurney is a Portland man, aged 
fortv-six, a lawyer and a graduate of 
Colby College in 1896. He began his 
public career as a member of the 
Maine House in 1917. !le went to 
the Senate from Cumberland County 
in 1919 and 1921. heing elected pres 
ident when President Baxter 
Governor. 


became 


Dividend Notes 


The directors of the Oklahoma 
Natural Gas Company at a recent 
meeting unanimously decided to de 
fer payment of the October dividend 
stating as follows: 

“This dividend action was reached 
only after most careful deliberation 
and was heartily concurred in by a 
number of its largest stockholders 
who were called in to advise with 
the directors. It was also decided at 
the same meeting that it would be 
advisable to segregate the oil and 
gasoline business from the gas busi 
ness. This was decided with a view 
to enlarging these operations and the 
executive committee was authorized 
by the board to call a meeting of the 
stockholders to bring this about. The 
physical condition of the Oklahoma 
Natural Gas Company is better than 
at any time in its history, and while 
the passing of the dividend at this 
time is regrettable, it is felt it will 
prove of great benefit to the 
holders later on. 

“During the summer the com 
pany’s organization has been brought 
up to a high point of efficiency, the 
entire property placed in ideal con 
dition, and the largest gas supplv de 
veloped in its history.” 


stock 


the di 
rectors of the Lone Star Gas Com 
pany that it is the opinion of the 
board that | 


It has been announced by 


the dividend can be re 
stored at not less than the previous 
rate of 8 per cent, not later than Dec. 
31, 1921. The dividend due 


sept 


30 was deferred. 
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Seeks Further Rate Reduction 

Worcester, Mass.—With a view 
to obtaining a still lower reduction 
in price of gas than offered, Mayor 
Sullivan soon may confer again with 
officials of the Worcester Gas Light 
Company. The mayor intimated that 
he would ask for such a conference 
in his office at City Hall in a few 
days and he was optimistic that the 
gas officials would consent. He said 
he would endeavor to impress upon 
the minds of the company officials 
that the majority of gas consumers 
favored a lower rate than that an 
nounced. He thought the proposed 
conference would be held in advance 
of the hearing on the application of 
the company for a new gas rate be 
fore the Public Utilities Commission. 
C. E. Paige, manager of the com 
pany, said that there was no doubs 
that the question would be taken up 
by gas officials with the mayor. He 
said no date had been fixed for a 
hearing on the price question before 
the Public Utilities Commission. The 
commission declared it would readily 
grant a hearing to the gas company 
for permission to reduce the price of 
that commodity the com 
mission had received no word from 
the gas company regarding its pro 
] to reduce rates. 


I Jow ere, 


posa 


Los Angeles G. & E. Bonds 

Los Angeles, Cal.-—The Los An 
geles Gas & Ilectric Corporation has 
asked the California State Railroad 
Commission for an order authorizing 
the issuance and sale oi its series 
“C” bonds in the amount of $1,500, 
000 at a price to yield not Jess than 
94% per cent of par. The proceeds 
are to be used to reimburse the com 
pany’s treasury for capital expendi- 
tures. 

In accordance with the wishes of 
manv of the holders of the issue, the 
$3,500,000 Les Angeles Gas & Elec 
tric Corporation series “I” 7 per cent 
general and refunding mortgage 
bonds have been listed on the San 
Francisco Stock & Pond Exchange. 

The first transaction in this issue 
after listing were at 99, with daily 
increasing strength. The bonds have 
sold up to 100. 

This issue was underwritten bv 
30nd, Goodwin & Tucker, Los An- 
geles, and offered by them through 
a strong Los Angeles syndicate at 
9714 last June. The Los Angeles 
Gas & Flectric Corporation’s bonds 
have always maintained a high in- 
vestment position with bond buyers 
both in southern California as well 





as in the San Francisco market, 
where approximately 50 per cent of 
the corporation’s securities are held 

This company, in spite of the con 
tinuously rapid grewth of its terri 
tory and business has, through the 
reinvestment of earnings, kept its 
bonded indebtedness at a low pitch 
The present outstanding bonds are 
considerably less than 50 per cent of 
the property values in face of facts 
that make it neither unusual or un 
sound finance for public utility cor 
porations to issue bonds up to 70 and 
80 per cent of the value of thei 
properties 


To Enlarge and Improve the 
Oregon G. & E. 

Medford, Ore—The Oregon “as 
& Iclectric Company has been reo 
ganized and will soon be reincor 
porated, and the plants at Medford, 
Grants Pass and Roseburg will be 
greatly improved and put into first 
class shape and the company is pre 
paring to go after business. 

T. B. Petch, who was with the 
company here in 1911 and 1912 and 
who has been made manager of all 
the new company’s properties in 
southern Oregon, has his headquar 
ters in Medford and is now at work 
rearranging his office, and about 
Nov. 1 will have it completed and 
will carry a full line of gas stoves 
and appliances. 

The plant near Phoenix is also be 
ing improved and the distribution of 
gas from there for both Medford and 
Ashland will be continued but they 
will be put on independent lines 
which will increase the pressure and 
service for both. Mr. Petch says 
the company will spend $30,000 on 
the plant and office at Medford 
alone 


Must Employ American Labor 

Westfield, Mass.—The city of 
Westfield has been ordered by the 
State Labor Board to employ Amer- 
ican citizens in the municipal gas 
works. A dozen firemen are aftected 
by the order. A protest was made 
against employment of foreigners 
there by Harry A. Russell of Spring- 
field, representing the Stationary 
Engineers and Firemen’s Union, 
with the result that the State Labor 
Board upheld the claim that the city 
is not complving with the law that 
employees in municipal works should 
be citizens. 


Pacific G. & E. Earnings 


San Francisco, Cal.—Another in 
crease in earnings was shown by the 
Pacific Gas & Electric Company in 
September, during which the surplus 
available for its dividends, after all 
charges and depreciation, was $205,- 
797, an increase of $190,361. In the 
first nine months of this vear the 
surplus for that stock was $2,550, 
000, an increase of $459,551. A. F. 
Hockenbeamer, vice-president of the 
company, says that the increase is 
significant as reflecting the cumula 
tive effect of the constant addition 
of retail customers in overcoming 
contrary influences 
the company added 3,568 new cus 
tomers, its best record of any month 
this year, and making it» total gain 
for the first nine months of 19?1 
19,561. The number « 


by the company at the end of 


In a ptemlbx r 


tr customers 


sery\ ed 


September was 588,928. 


In Reward for Good Service 


Clinton. Mass.—In appreciation oj} 
the excellent service rendered the 
public of Clinton and Lancaster by 
the local telephone operators, Rob 
ert Freel, head of the Clinton Gas 
Light Company, presented the girls 
with an $18 coffee percolator. This 
is the fourth gift received this week 
by the girls, Mrs. Bayard Thayer, of 
Lancaster. having presented each oir] 
with a purse, Elmer V. Burdette and 
B. C. Burdette having each presented 


the girls with large boxes of candy. 


Resigns Post 


Oakland, Cal.—Lee H. Newbert, 
manager of the East Bay division of 
the Pacific Gas & Electric Company, 
has resigned as chairman of the ad- 
visory committee of the California 
electrical co-operative campaign, and 
\. W. Childs, superintendent of sales 
for the Southern California Edison 
Company, has been named in his 
stead. Newbert served the electrical 
fraternity for a period of four years 
as chairman of the committee. A 
banquet was tendered him last night 
at the Palace Hotel by associates 


Drer Iste Exvectric Licht & 
Power Company, has been incor- 
porated for $5,000; par $25. Presi- 
dent Florence M. Haskell: treasurer, 
Harris W. Haskell; clerk, Winslow 


C. Haskell are the officers. 
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Little Likelihood Electricity 
Will Suppiant Gas Use 


| he theory advanced DV a few pe 


pie that the ; Yas will gradually 
disappear and that it will be sup 
planted by electricity is not borne ou 
by records ot which 
l 813,000 


consumption, 
1920, 
consumed. ‘lhis 
also put forth 

19LO, when only half of this 
was used. It was said by 

early as 1900 when it 


cipally Lol 


that in 
cu. ft. we 


show SLYSNF 


Sate 


theory was 


back in 
amount 
some as 
was used pom 
lighting purposes that the 
use Of gas had 
saturation. 

lhe use of gas for the heating of 
homes, apart and other bull 
ings 1s opening up another feld 
tor this commodity and reports show 
that in 1920 approximately 25 per 
cent of output indu 
trial purposes. Growth in this line is 
rapid because of in time and 
labor and the avoidance of the smoke 


reached the DpoIn ot 


ments 


new 


was used for 
Sa\ ing 


liuisance 

The industry in the 
United States to-day represents an 
investment ot $4,000.000,000 
and communities served total approx 
imately 4,600. More than 7,000,000 
gas-burning appliances 
throughout the c 
mains if placed 
reach 69,300 
times around the earth. 

In 1920, companies throughout the 
United States used 
$8,500,000 tons of bituminous coal, 
tons of anthracite, 1,500, 
000 tons of coke and 960,000,000 gal. 
of oil in the 

During iction work 
in the gas industry was held up to a 
great extent and since the 
money rates have been generally con 
sidered too high to make improve 
ments and extensions \s a result 
the industry failed to keep pace with 
the growth of the country 
estimated $250,000,000 will 
be expended during the next 
months to meet 
service. 


artificial gas 


ovel 


are in 
uuntry, and = gas 
end-to-end would 
miles, or almost three 


1S8e 


appro <imatel, 


2 YOO OOU 


Ot gas. 


manufacture 
the War, constr 


armistice 


and it is 
have to 

twelve 
requirements for 


Fuel Sensis Co. Files New 
Rate Tariff 

The Pennsylvania Fuel Supply 
Company, furnishing gas service in 
Butler, Armstrong, 
Venango Counties, of 
has just filed 
the Public Service 
Harrisburg, Pa. 

The new rate, 


and 
Pennsvlvania, 
rate tariff with 
Commission at 


Clarion 


new 


which becomes ef- 
fective Nov. 23, increases the rate 
for domestic heat and light service 
from 42 cents per 1,000 cu. ft.. with 


liscount, to 50 cents per 
feet, net. A penalty 
thousand cubic feet 
who fail to pay 
atter the reading 


cents per 

Oonsumers 
vithin ten days 
‘Ss feature of the 


Is a 


Hew 


To Erect Municipal Plant 

Jacksonville, Fla——-A_ resolution 
has been adopted by the Jacksonville 
City Council calling for the a 


ppoint 
ment of a committee of 


three alde1 
proper legislation 
to be placed before the city council 
providing for the erection here of a 
municipal gas plant. The State 
slature 
to own and 
s plant 
it was sta 


men to draft the 


has given-to the city the po 
Operate a 
In the resolution adopted 
ted that, “The rates of tl 
Jacksonville Gas Company 
reasonable and in our epin 
necessarily excessive.” 


municip 


Reorganize Memphis Utilities 

Memphis, Tenn.—Reorganiza ion 
of the Memphis Street Railway Com 
pany and the Memphis Gas & k-lec 
tric Company, with invest 
fresh capital in both 
and termination of 


ment of 
corpora 1OMS 
the receiverships 
under which both are operating, may 
follow the visit of representatives of 
astern capital to this city. 

There is considerable speculation 
whether the two 
consolidated in the event the 
plans now under way mature, but 
nothing conclusive has been rea 
on this score. 

It is expected that the first 
be taken, in 
terested, 
tion of 
proper 


as to 


( ompanies 
will be 


ched 


step to 
capital is in 

is application for termina 

the receiverships throuch 
channels. The receiverships 
stituted through the Federal 
court for the western district of 
Tennessee. Street car fares are on 
the basis of 7 cents, while the Mem 
phis Gas & Electric Company is per 
mitted, under the terms of the re 
ceivership, to enjoy a return of 7% 
per cent on its investment 
panies are substantially 
their earnings under the 
ships. 


case new 


were 


Both com 
increasing 
receiver 


Erecting New Gas Holder 


Blue Island, Ill—-Another gas 
holder is being fabricated for the 
Commercial Acetylene Supply Com- 
pany, Inc., 80 Broadway, New York 
City. The new holder is to be in- 
stalled at Blue Island, Ill., and is be 
ing furnished by the Western 
Construction Company. 


(Gas 








a 
for the past few ye a resident 
New York, has gone lakland, 

(a] O ch irge of the securt 
the Pacific Gas & 
Oakland 
conduct an 


Bias: # 
ive campaign in the distribution 
a 


lifornian, 


issume 


ties depat tment of 
Klectric Company in_ the 


district. Ingle will 


companv’s securities “pecialiZ 


ing upon the new issue of 7 per 


prefer stock, 


which 1s selling at 93. 


cent cumulative 


URRAY, division superinten 

Company, 

been elected to 

ip in the t*ngineers Society 
Western Pennsyl 

Pat Joyce, ¢ ounting de 

partment, Philadelphia Company, 

when registering for the coming elec 

tion, was asked where he registered 

last vear. Pat *Philadel- 

phia Company.” 


ansW\ ered 


J. BrapteEy MANDEVI 
engineer of the 1 W. 
Gas & ()3] 
recently read a 
joint 
tion and practising 
tion of the Engineers 
Western Pennsylvania at 


chief 
Phillips 
Company, Butler, a., 
paper before a 
meeting of the civil sec- 
engineers sec 
SND ciety 
Pittsbu 
P| ho 


Nay veving.”’ 


The paper dealt with “Aerial 
\pplied 

EMPLOYEES AND OVFICERS OF THI 
PHILADELPHIA COMPANY who at 
tended the convention of the Penn 
sylvania Electric Association were 
\. W. Thompson, president; C. S. 
Cook, general manager, Duquesne 
Light Company; H. N. Muller, 
James M. Graves, FE. C. Stone, J. J. 
Morrison. L. F. Croup, FF. S. Brown, 
Frank Gormley, [L. M. Wilson, 
Pierre DeBacker, Dr. C. J. Steim, 
M.S. Zimmerman, C. 1... MeGsowan, 
Charles Gray, Richard Crossland, 
Mrs. Edna I. St. Clair and Miss 


Bessie Evans. 


tography s 


ELectrric Com- 
twelve months 
gross earnings 


Yor 
(29,- 


CotumBIA Gas & 
PANY reports for 
ended Sept. 30, 1921, 
of $14,854,042, an increase of $ 
275, compared with the previous 
twelve months. Net earnings after 
taxes and miscellaneous income to- 
taled $9,816,197, an increase of 
$226,258 Surplus after fixed charges 
amounted to $4,505,406, a decrease 
of $43,463 
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